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Canadian dealer uses grocery store techniques to sell building materials. 


IN THIS ISSUE: Canadian yard features Main Street selling ideas . . . Step up your volume with garden tools... 
Stop-watch service . . . Promotions with a purpose ... How to secure new customers 





in Chicago 


BUILDERS PREFER 


INSULITE: 2 t | 


over the next leading brand of insulating sheathing 


Ww HEN a building materials product is preferred 
by a majority of contractors, that means some- 
thing. But when a recent survey showed Chicago 
contractors preferring INSULITE BILDRITE SHEATH- 
ING 2 to 1 over the next le2ding brand of insulating 
sheathing — and as many contractors preferred 
BrvpRitTE as all other brands of insulating sheath- 
ing combined — that means product leadership! 


Listen to what these Chicago builders had to 
say: “‘BILDRITE stands up best’... “BILDRITE 
is the toughest of them all’... “More rigid” 
... “Best for structural and insulation qualities.” 
And remember, you don’t need corner bracing 
with 4’ BILDRITE. 


BIG PROFITS FOR DEALERS! 


And Chicago is no exception . . . INSULITE’S 
tremendous acceptance among builders every- 
where, is bringing greater profits to dealers 
throughout the country. Are you profiting from 
INSULITE’s leadership? If you’re not already an 
INSULITE dealer, get complete information today 
about INSULITE’s full line of quality products 
and their sound and reliable sales policies and 
practices. See your INSULITE wholesale distributor, 
or write direct to INSULITE. 


INSULITE DIVISION 
MINNESOTA AND ONTARIO PAPER COMPANY FTIR MINNEAPOLIS 2, MINNESOTA 
; 4-5) *Reg. T. M. U. S. Pat. Off. 
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PIXE PACKAGED KTICHENS 


HARDWOOD NATURAL FINISH e mARDWOOD ENAMELED 
(SEALED AGAINST MOISTURE) 
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The I-XL Deluxe Hardwood line of sectional kitchen units in Natural Wood Varnish 
finish or White ‘Baked On’ Enamel is currently available to a limited number of 
dealers who recognize the perfect kitchen sales opportunity. 


Styled for Sales .. Priced for Profits 


For modernizing the present kitchen or for installation in new construction. Made by 
one of the largest manufacturers of wood kitchen cabinets. Backed by nearly a 


century of woodworking experience. I-XL is a big value line that buyers everywhere 
recognize. 


Standardized Units . . Custom-Built Kitchens 


I-XL’s wide selection of patterns and sizes lends extreme flexibility and ease in meet- 
ing the customer's requirements—from the one-piece sink base to complete kitchens 
with overhead wall cupboards. The I-XL layout sheet makes it simple for dealers to 
handle extra profit custom jobs. 


Sink and Counter Tops 


I-XL’s High Grade sink and counter tops excel in fine workmanship—fairly priced. Seo for Yourself 

For the individual unit or one-piece overall top custom-built to specific requirements. folder — ° = m4 ass 
e@ Choice of Formica or Linoleum covering. ad ‘kitchen A Ty mies 
e@ Choice of sink bowls. Address request to: 


THE I-XL FURNITURE COMPANY, INC., Dept. 41-A, Goshen, Indiana 
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1—Organization of an integrated and articulate construction industry 
which will provide more and better building products to consumers at 
lower real costs with fair wages and profits to all who serve in the in- 
dustry. 2—Coordination of all production, marketing, research and 
professional activities concerned with the development, sale, and delivery 
to the consumer of building products—including the functions of the 
manufacturer, wholesaler, retailer, architect, realtor, contractor, me- 
chanic, financier, association official and public servant. 3—lIdentifica- 
tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 
merchandising-minded journalism and service toward these ends. The 
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Is it YOU? ; 


ti 
It can be. . . easily! For, even if restrictions on fi 
credit and new home building are reducing the Con 
volume of new construction, there’s still a zi 
tremendous reroofing, repair, and maintenance n 
market in this country’s millions of old dwellings, nr 
farm buildings and other non-residential structures. a 
Today, the owners of these buildings . 
have money to spend—money that in 
other years might have gone for consumer Bas 
goods now hard to get. These people ate tl 
giving attention to their roofing needs. : 
Barrett can help you get in touch with them— ir 
through Barrett’s powerful, full-page, full-color p 
advertising in The Saturday Evening Post, its a 
interest-compelling ads in farm and home magazines, W 
and through its unmatched sales promotion program, s 
which includes almost every type of successful a 
point-of-purchase advertising. T he 
So get in touch with Barrett today. Let your Barrett I 
representative give you full information about : 
the complete Barrett line, 1 
which includes special lock-type t 
shingles as well as “‘conven- g 
tional’”’ designs—everything you { 
need to build up profitable The 


reroofing business. 


THE BARRETT DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 
40 Rector Street, New York 6, N. Y. 


205 W. Wacker Drive, Chicago 6, Ill. 
1327 Erie Street, Birmingham 8, Ala. 
*Reg. U. S. Pat. Off. 36th St. & Gray's Ferry Ave., Philadelphia 46, Pa. 
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WASHINGTON REPORT 


A Factor that’s putting a queer sort of jinx on 
business is the ups and downs of national 
guesses about international goings on. Not the 
least odd part of the show is that each of these 
hair-trigger guesses seems to whang away in 
the whole country at once. 








Joe Doaks hears about a military reverse in 
Korea; thinks he may as well shut up shop and 
join the Seabees right now. No more business 
intil after the Third Global War is over! And 
millions of other people of a sudden go along 
with the idea that civilian business is a bust 
for the duration. 










Then the Commies get rocked back on their heels 
in the mountains of Bing Bong or some such 
place. What a change! “G’way, war,” says 
Joe; “you bother me.” Shut up his shop? Don’t 
be funny! He’s down here telling Uncle Sam 
to grab loose of those stock piles. The military 
boys are not going to need them, and Joe could 
use quite a package of critical items, himself, 
just about now. 











Playing a business by ear, in this way, has its 
limitations. You can’t shift policies with any 
safety, every time the bulldog edition breaks 
out in a rash of sale-bill headlines, or every 
time a barroom economist stews up some more 
figures. 








Congress, at the moment, is sluggish about mobili- 
zation and controls; seems to think events are 
not so urgent, so this would be a swell time to 
make political medicine. The public assumes, 
as of now, that since there’s lots of stuff in 
the stores and some bargain sales are getting 
held there can’t be any real need. for controls. 


Basically, things haven’t changed. There’s about 
the same danger of all-out war at present as 
there was six months ago. The chances of 
making a permanent peace with Russia haven’t 
increased. If the top ministers meet, there’s 
practically no possibility of reaching a stable 
agreement. Peaceful gestures by Russia may 
well be the prelude to an assault upon Yugo- 
slavia or Iran. Those preliminary peace signs 
are a tovarish technique. 


The control program in general will not be re- 
laxed. It may be eased in some details; but 
not across the board. Charles Wilson reports 
growing defense strength; adds that the pub- 
lie better hadn’t get careless. Wilson is trying 
to avoid too many controls; has no ambition to 
set up a garrison state. But he doesn’t want 
too few regulations, either. 


The Controlled Materials Plan has been drafted 
and will be thrown at us if it’s needed; but the 
mobilization chiefs don’t want to queer the 
Civilian program more than is actual necessary. 
but don’t get pushed off balance by wishful 
thinking. Mobilization IS going ahead. Military 
orders have been and are still being placed in 
big. quantities; will be felt plenty in the 
markets, this summer and fall. 
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Organized labor is coming back into the mobiliza- 
tion picture; a little coy, sure enough, but it’s 
coming. Murray, Green, Reuther, and Meany 
have been named by the President as members 
of the new Mobilization Policy Advisory Board. 
In addition there’ll be four members repre- 
senting each of the three fields of agriculture, 
management, and the general public. 


A guess: Had labor thought the country was 
about to return to business as usual, it’s proba- 
ble that the big leaders would have stayed 
away from the Policy Advisory Board; in all 
languages and dialects including the profane. 
Note also that for about the first time since 
Methuselum was a small boy the CIO and the 
AFL big shots have gotten together; another 
departure from business as usual. 


Add to your policy checklist the fact that pur- 
chasing power, in terms of dollars, will go up; 
while the supply of civilian goods in terms of 
units, will go down. Don’t let yourself get 
diddled by the apparently huge supply of con- 
sumer goods in stores. They’re the results of 
a couple of explosions of scare production; 
one following the invasion of South Korea, the 
other following the Chinese jump into the 
Korean War. 


Buyer resistance is showing up in some lines, 
sure enough; but there are few signs of an im- 
portant or prolonged recession. Better expect 
this coming bigger demand and smaller sup- 
ply to have the usual effects; along in the late 
summer and early fall. 


Those housing predictions: Like the Irishman’s 
flea; stick your finger on them and they’re not 
there. This industry is still inclined to think 
it’ll take quite a lot of doing to get the new 
’51 starts up to that figure of 850,000. Like 
Barkis, we’re willin’; but we’re worried about 
those critical materials. 


Credit controls, in and of themselves, are un- 
likely to make the predicted reductions in the 
private building of houses; a certain amount, 
of course, but not enough to knock us down 
next door to nothin’, as some pessimists saw it 
when the credit controls were announced. It 
seems now that a lot of people who took those 
easy credits might have gotten by without that 
easement. A good many are doing it now. 


But those housing prophecies are up again. Gov- 
ernment soothsayers take the lead in prediction 
of a substantial jump up; well above the 850,- 
000 figure. They haven’t said how many more. 


Congress trudges along trying to do something 
about defense housing. In general, the Hill 
aims at an arrangement by which private in- 
dustry can do the job with the help of some 
removal or relaxing of credit controls. Under 
the pending Senate Defense Housing Bill 
(S. 349) private builders would be given first 
chance in a project, before the government it- 
self would undertake the building job. 
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NEWS BRIEFS 





The need for vital decisions in the housing field will soon 
be pressed upon officials in Washington. The advent of the spring 
building season will make it plain that current credit restrictions 


(down payment requirements) are having a crippling effect on 
single unit construction. 







* * * 





Down payments up to $4,000 are now necessary in many 
areas to buy even a standard two bedroom house. Even then, 
average monthly payments hit $63 per month. Better homes now 
take down payments of from $5,000 to $8,000. 







* & & 





The prospect files for new homes will be drained off 
quickly if present restrictions hold up. It is probable there will 
be a lag between a housing slowdown and an easing of credits. 
Defense areas will be expanded as one means of relaxing credits 
and down payment requirements over a wider area. 








* 2 * 






_ Dealers far from defense areas had best prepare effective 
campaigns for farm construction and home remodeling and repair. 


wierd markets represent the best areas for sales in the next eight 
months. 








aa ¥ * 






Two million more workers, according to reports, will be 
needed in the late summer or fall. This will bring the total na- 
tional figure roughly to 62,000,000. The increase in the military 
forces isn’t counted in these figures. During the past eight or nine 
months the chief part of the employment increase has been in 
nonmilitary fields; such as auto manufacture, house building and 
the like. Now it’ll be largely in defense industries. 









* * * 






. Sawmill and woods workers are said to be in short supply 
in the northeastern states. The Labor Department is getting loud 
in asking employers to undertake the training of women for in- 
dustrial work, to recall and retrain older retired workers, to make 
proper use of the handicapped and the like. The Department 
thinks the labor problem is going to get tough before winter. 








* * * 





Heavy construction continues to run high. So far, in ’51, 
i’s been more than 50 percent above the corresponding period of 
last year ... President Summer, of the National Association of 
Real Estate Boards, reports a study showing that the construction 
costs of the small, standard house increased by an average of 9.7 
percent in 1950. 








* 2 * 






The Producers’ Council thinks that investment in repair 
and improvement of homes will hit a new high this year; unless of 
course the controls people get too sticky about releasing the 
heeded materials. 






* oe * 






Your farm customers, despite the clamor about food costs, 
haven’t been making as much money as they did. Their cash in- 
come from marketings was about the same in ’50 as in ’49; but 
their production costs did them dirt. Their net income in ’50 was 
$15,000,000,000, as against $18,700,000,000 in ’48. The farmers’ 
share of the national income in ’48 was ten percent; in ’50 it was 
SIx percent. 
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Coast Lumbermen Hold 
Annual Meeting 


Retail lumbermen will be the 
stars of the 1951 national ad- 
vertising and trade promotion 
campaign on West Coast woods 
revealed at Portland, Oregon 
on March 29 and 30 before the 
stockholders of the West Coast 
Lumbermen’s_ Association at 
their annual meeting. 

Member mills sponsoring this 
successful program, now en- 
tering its sixth year, were told 
of plans to continue full-color 
advertising in the nation’s top 
general magazines the balance 
of 1951 and of details for spe- 
cialized campaigns in other 
magazines on schools, farm 
dwellings and homes. 

H. V. Simpson, executive vice 
president of the West Coast 
Lumbermen’s Association, said 
advertising would point up 
lumber’s superior qualities in 
school construction to help re- 
tail lumbermen cash in on the 
10-year, $15 billion school con- 
struction program. 

Shown the first time at the 
annual WCLA stockholders’ 
meetings were two new book- 
lets to help retailers sell lum- 
ber, Simpson reported. One is 
the most beautiful booklet yet 
published by the Association, 
an 8-page, full-color “Beautiful 
Homes of Wood.” “How to 
Build Farm Buildings That 
Last Long” is a new 16-page 
farm booklet to help the sale of 
lumber in rural areas. Both of 
these booklet are being: fea- 
tured in current magazine ad- 
vertising. 

Simpson said West Coast 
woods advertising would con- 
tinue to feature the retail lum- 
berman as the most important 
man in the lumber picture. All 
advertising urges customers, 
home builders, farmers and 
others to consult their retailer 
for full details. 


Lumbermen were warned to 
be ready for a serious freight 
car shortage of .extra long 
duration during the summer 
and fall of 1951. Shipping 
space for cargo mills is still 
short of that needed to carry 
lumber alréady sold or in pros- 
pect. Heavy shipments of early 
spring are part of an effort of 
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many retailers to keep bins 
filled against a possible sum- 
mer slow-down of lumber 
movement because of lack of 
cars. 

Corydon Wagner, president 
of the National Lumber Manu- 
facturers Association, of St. 
Paul and Tacoma Lumber Co., 
Tacoma, and George M. Fuller, 
vice president, N.L.M.A., Wash- 
ington, D. C., spoke on national 
problems of the lumber indus- 
try. 

West Coast millmen_ said 
prospects for a heavy demand 
for lumber from this area dur- 
ing 1951 were bright at this 
time, indicating a demand 
nearly equal to last year’s all- 
time record high shipments. 

U. S. Senator Harry P. Cain 
of Washington state was the 
principal banquet speaker, 
talking on the subject, “Are we 
building an adequate defense 
for western Europe?” 

Hillman Lueddemann, Port- 
land, vice president and general 
manager of the lumber division 
of Pope & Talbot, Inc., was 
named president of the West 
Coast Lumbermen’s Associa- 
tion at the close of the two-day 
meet. 

Judd Greenman, president of 
Oregon-American Lumber Co., 
Vernonia, was named vice pres- 
ident for Oregon and G. E. 
Karlen, general manager, 
Eatonville Lumber Co., vice 
president for Washington. 
W. B. Greeley, Seattle, was con- 
tinued as vice president and 
Frank A. Graham, general 
manager Hills Creek Lumber 
Co., Jasper, Oregon, continues 
as treasurer. 

Also re-elected were: H. V. 
Simpson, executive vice presi- 
dent and Harris E. Smith, sec- 
retary, both of Portland. 

Elected to the board of di- 
rectors from Cregon were: Judd 
Greenman, Oregon - American 
Lumber corp., Vernonia; Wal- 
ter Leisy, Santiam Lumber Co., 
Lebanon; L. S. Anderson, Fall 
Creek Lumber Co., Fall Creek; 
N. B. Giustina, Giustina Bros. 
Lumber Co., Eugene; Henry 
Jacobson, Youngs Bay Lumber 
Co., Roseburg; E. G. Whipple, 
Drain; Al Peirce, Al Peirce 
Lumber Co., Coos Bay; B. L. 
- Nutting, Medford Corporation, 
Medford; Richard Reynen, Fir 
Milling & Planing Co., Ash- 
land; C. W. Ingham, Fischer 
Lumber Co., Marcola; Ruben 
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T. Ross, Globe Lumber Co., Eu- 
gene; and G. A. Kingsley, 
Kingsley Lumber Co., Wm. 
Swindells, Willamette National 
Lumber Co., Graham Griswold, 
Carlton Mfg. Co., Edmund 
Hayes, Weyerhaeuser Timber 
Co., Hillman Lueddemann, 
Pope & Talbot, Inc., Ward 
Mayer, Timber Structures, W. 
E. Doan, Baxco Corporation 
and E. P. Stamm, Crown-Zel- 
lerbach Corp., all of Portland. 

C. E. Magnuson of the Sound 
Lumber Co., Arcata, Calif., was 
elected to represent the North- 
ern California district. 

Washington directors are: R. 
A. Wilde, C. B. Lumber & 
Shingle Co., Everett; Leo U. 
Hammerschmith, Pope & Tal- 
bot, Inc., Port Gamble; Harry 
Westbrook, Chambers Creek 
Lumber Co., Tacoma; R. M. In- 
gram, E. C. Miller Cedar Lum- 
ber Co., Aberdeen; J. W. Copp, 
Clark County Lumber Co., Van- 
couver; W. A. Culkin, Stebco 
Incorporated, Vancouver; D. 
W. Gossard, White River 
Branch, Weyerhaeuser Timber 
Co., Enumclaw; Earl H. Hous- 
ton, The Long-Bell Lumber Co., 
Longview ; Robert R. Waltz, Se- 
attle-Snohomish Mill Co., Sno- 
homish; F. R. Maw, E. K. Bish- 
op Lumber Co., Aberdeen; and 
John Wahl, Weyerhaeuser Tim- 
ber Co., Tacoma. 
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Wood-Preservers 


Rot-proofing and flameproof- 
ing of wood by improved com- 
mercial procedures will be ma- 
jor items of discussion at the 
47th national meeting of the 
American Wood-Preservers’ As- 
sociation, Stevens Hotel, Chica- 
go, April 24 through 26, accord- 
ing to Fred W. Gottschalk, 
national president of the Asso- 
ciation and technical director 
of the American Lumber & 
Treating Co., Chicago. 

An attendance of over 1,000 


is expected at the sessions. De- — 


tailed reports on methods of 
evaluating chemicals and proce- 


dures for impregnating pines; 
firms, cedars, oaks, and many 
hardwoods will be presented and 
discussed. Drying by advanced 
solvent-vapor and improved kiln 
procedures are scheduled topics 
to be reported by committees, as 
are treated plywood and lami- 
nated members. 


March Construction 


Construction activity rose 
seasonally in March to round 
out the largest first-quarter 
volume of new construction on 
record, the Building Materials 
Division, U. S. Department of 
Commerce and the U. S. Labor 
Department’s Bureau of Labor 
Statistics has reported. The total 
value of new construction put 
in place during March was esti- 
mated at $2.1 billion, 10 percent 
above the February estimate 
and 21 percent more than the 
total for March 1950. 

A summary for the first quar- 
ter of 1951 placed the total value 
of new construction work at 
nearly $6.1 billion, 21 percent 
above the total for the first 
three months of last year and 
the largest first-quarter total on 
record. 

The total value of private res- 
idential building activity during 
the month rose slightly to $848 
million, 14 percent above the 
corresponding figure for March 
1950 when the present housing 
boom was in its early stages. 


Market Centers 


KANSAS CITY—The activ- 
ity in the Southwestern lumber 
market in the last two weeks 
was traced chiefly to the heavy 
government demand from army 
camps, air bases, barracks and 
special construction work un 
derway as the armed services 
begin to build up its strength. 
A good percentage of the lum- 
ber moving from the mills in 
recent weeks has been for the 
defense effort, and has been in- 
strumental in more than offset- 
ting the lag in yard buying. 

The weather has not been to0 
good for construction, and 
yards have been reluctant t0 
buy ahead. It is argued that 
prices are not going any higher, 
that mills are in a position t0 
produce quickly and for those 
reasons it is better to have the 
mills carry the inventory thal 
the retailer. 

No concessions have been of- 
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WINDOWS 


Increased production assures 5 to 10 day delivery on every 





style and size of BEE GEE Window. Result: easier sales — 
bigger profits. 


“Clean the OUTSIDE fromthe INSIDE”—really sells BEE GEE 


Windows. Feature most wanted by housewives everywhere. 


There are 42 styles and sizes of BEE GEE Windows to choose 
from. All distinctively modern...light... airy! 


se —=—enweweaw owe ew ew aw ew as a 
One complete unit consisting of frame, fitted sash, copper Witte totes ter 
screen, glass and all hardware insfalled at the factory. complete BEE GEE Window 


Ready to set in the wall! - details and Catalog. 


BROWN-GRAVES CO., Dept. AL-104 


_BROWN-GRAVES CO. [=i 
Akron I, Ohio ————a, 


CITY 
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fered and the price lists show 
a wide variance in prices in 
various parts of the district. 
Some mills report that the ceil- 
ing on 1 by 8 No. 2 kiln-dried 
boards is $95, while a few miles 
away the top price for a comp- 
arable item is $90. 

Shipments are more prompt 
now that the box car shortage 
has eased a bit. 

The first quarter of 1951 wit- 
nessed a continuation of the 
record level of construction ac- 
tivity, with increasing anticipa- 
tion of a cutback in building 
owing to materials and credit 
restriction. In this area total 
contracts awarded were 40 per- 
cent greater than a year ago. 
Residential contracts were up 
25 percent and building permits 
in 18 of the larger cities were 
up 20 percent. Yet total retail 
lumber sales were down nearly 
25 percent, because actual con- 
struction on the project had not 
yet started. 

The Trans-Missouri-Kansas 
Shipper’s board: in its forecast 
of box car requirements for the 
three months ended June 30 
said that in the states of Mis- 
souri, Kansas and the northern 
parts of Oklahoma and Ar- 
kansas there would be a need 
for an 18 percent increase over 
last year to handle the expected 
movement. 

Lumbermen assert that a 
genuine problem has cropped 
up in the Southwest in regard 
to trained labor, which is leav- 
ing for the more profitable de- 
fense jobs. Mills are witness- 
ing a recurrence of what hap- 
pened in the last war when saw- 
ers, graders and_ inspectors 
were difficult to obtain. 
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TACOMA—Although logging 
operators still are combatting 
the results of heavy snows dur- 
ing the winter months in the hill 
regions adjacent to Tacoma, ad- 
vent of near-summer weather 
during the last week has mate- 
rially improved the supply out- 


12 


look for the industry generally. 
During the interim, some mills 
have been operating with logs 
either from storage or taken 
from areas less hurt by the win- 
ter. Others have been closed 
outright or slowed down be- 
cause of the annual shutting of 
log camps back in the foothills. 
Reports reaching here indicate 
that the worst is over and that 
logs will be coming in full speed 
again before many more days 
pass. The Defiance Lumber 
Company mill, closed since Jan. 
26, will reopen April 9, employ- 
ing approximately 90 men at the 
start. The mill will open its 
yard the following week, with a 
corresponding increase in per- 
sonnel. 


SEATTLE—Building permits 
in suburban areas maintained 
in March the high level of Jan- 
uary and February but in Se- 
attle city limits there was a con- 
siderable drop as compared to 
a year ago indicating to some 
extent the restrictions of con- 
trols. 

Most comprehensive building 
survey ever conducted in Seattle 
and King County is being made 
by the Bureau of Labor Statis- 
tics. 300 home builders will be 
interviewed to determine the 
effects of credit controls on 
home building under way and 
contemplated. 

Though credit curbs are be- 
ginning to affect new home con- 
struction demand for housing 
remains at a high level, Seattle 
Masters Builders were told at a 
meeting by Gene Conger, con- 
sultant to the Seattle Real Es- 
tate Research Committee. In- 
ventory of unsold new houses is 
the lowest in three years. 

Building costs here rose 31 
percent in the year ending 
March Ist according to a report 
issued by Dow Service, Inc. 

More than 6,000 lumber 
workers will get a 1214 cent 
wage raise if a joint petition to 
the Wage Stabilization Board by 
Weyerhaeuser Timber Company 
and Industrial Woodworkers of 
America is granted. 

Prices continue strong at con- 
trol levels with a tendency to 
creep higher. Common dry hem- 
lock moves at higher figures 
than a month ago. Shingle 
prices have weakened slightly 
and business is slow. Shop and 
common pine items bring more 
and Engleman Spruce has ad- 
vanced about $2. No. 3 hemlock 
is strong. 


Western Pine 





Demand for fir cutting is very 
strong with railroads and Can 
ada in the market. Fir boards 
going East are not as strong as 
those delivered in the West, 
There is no lessening in infla. 
tionary pressures. 


Lumber—National 


Lumber shipments of 459 
mills reporting to the Nationa! 
Lumber Trade Barometer werd 
16.0 percent above productio 
for the week ending March 31 
1951. In the same week new or 
ders of these mills were 9.9 per 
cent above production. Unfille 
orders of the reporting mill 
amounted to 63 percent of 
stocks. For reporting softwood 
mills, unfilled orders were equiv- 
alent to 30 days’ production a 
the current rate, and gros 
stocks were equivalent to 43 
days’ production. 

For the year-to-date, ship 
ments of reporting identical 
mills were 8.9 percent above 
production; orders were 13. 
percent above production. 

Compared to the average cor- 
responding week of 1935-1939, 
production of reporting mill: 
was 73.9 percent above; ship- 
ments were 79.9 percent above 
orders were 71.5 percent abovel 
Compared to the corresponding 
week in 1950, production of re@ 
porting mills was 2.8 percent 
above; shipments were 2.8 per- 
cent above; and new orders wer 
0.3 percent above. 





















































Production of Western Pines 
and Associated Species by the 
107 mills‘reporting to the West 
ern Pine Association for the 
week ending March 31, 1951, 
totaled 56,232,000 feet, as con- 
pared to 54,667,000 feet for the 
corresponding week a year ag0, 
Shipments for the week 
amounted to 69,258,000 feet 
compared to 70,668,000 feet 4 
year ago. Orders for the week 
totaled 74,878,000 feet. A yea 
ago for the same week ordefs 
amounted to 73,262,000 feet. 
Gross stocks at the week’s en 
were 643,845,000 feet this year: 
677,895,000 feet last year. 


Southern Pine 


The 118 mills reporting 1 
the Southern Pine Associatio! 
for the week ending March 31 
1951, produced 19,170,000 fee! 
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Quality has been a guiding principle at National Lock since the 
founding of the company in 1905. Down through the years extensive 
facilities and skilled personnel have been blended in a happy combin- 
ation that has consistently produced fine hardware to appeal to those 
who want the best. e Cabinet hardware, builders hardware, 

* furniture trim, cabinet locks, casters, shelf hardware, screws and bolts 
... all reflect National Lock’s reputation for quality ... all assure the 
utmost in customer satisfaction. e Price, like quality, is important in 
bringing about steady sales and substantial profits. National Lock prices 
are competitive. They represent outstanding value in each hardware 
item made by National Lock. « Whether you sell or specify hardware, 
look to National Lock for the ultimate in distinctive hardware 


for a wide range of jobs .. . it’s available ‘all from 1 source.” 


WATIONAEL Loom COMPANY 


ROCKFORD, ILLINOIS MERCHANT SALES DIVISION 











for the period. This was 4.01 
percent below the three year 
average. Shipments for the 
week totaled 19,670,000 feet, 
2.61 percent above production 
but 1.5 percent below produc- 
tion. Orders for the week 


amounted to 17,919,000 feet, 
10.27 percent below the three 
year average and 6.53 percent 
below production. Orders on 
hand decreased during the week 
by 1,751,000 feet or 2.63 per- 
cent. 


The Lumber Market at Presstime 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends ana as a check on purchases made approxi- 
mately ten days before receipt of the magazine—the Editors. 


DOUGLAS FIR 


Vertical Grain Flooring 





B&Btr. C D 
SG scscvvcepoens 170.00 160.00 120.00 

Flat Grain Flooring ; 
PO. ehncemeseean 145.00 135.00 103.00 
DE ccnpiend ae aeace 165.00 160.00 110.00 

Drop Siding 
1x6 (Pat. #106).160.00 155.00 118.00 
1x6 (Pat. #116).155.00 150.00 115.00 

Ceiling 
Sree. csaserunees 115.00 110.00 70,00 

Py 120-130 115-125 100.00 

Boards and Shiplap and 2” 

(green) 1x6 1x8 1x10 1x12 
No. 1 . . 75.00 78.00 76.00 78.00 
No. 2 . 74.00 75.00 73.00 75.00 
No. 3 59.00 62.00 59.00 62.00 

No. 1 Dimension 

12° +. 14’ 16’ 18’ 20’ 
2x 4 79.50 79.50 84.00 83.00 83.50 
2x 6 83.00 83.00 83.00 83.00 83.00 
2x 8 83.00 83.00 82.00 83.00 83.00 
2x10 83.00 83.00 83.00 83.00 83.00 
2x12 83.00 83.00 83.00 83.00 83.00 

No. 2 Dimension 
2x 4 76.00 76.00 79.00 76.50 76.50 
2x 6 75.00 74.50 75.00 79.00 79.00 
9x 8 75.50 75.50 74.50 74.50 74.50 
2x10 74.50 74.50 74.50 74.50 74.50 
2x12 73.00 73.00 73.00 73.00 73.00 

No. 3 Dimension R/L Only 
ge ry ere eer 65.00 
GE” 2 Lec aap aials paetenue ee oe ae en 61.00 
SS ee Perr re ree a bare 60.00 
I 5 aes Tas adie aveianae an oie wit eae 58.00 
Dt.  ctiasenedasewerceten senna 58.00 
(Add 10-12 for dry lumber) 

WESTERN PINES 

PONDEROSA PINE 

Selects 

S2 or 48 41/4 RW 5/4 RW 8/4 RW 

C&Btr. RL ...275.00 285.00 280.00 

Shop S28 No. 1 No. 2 
esr re re 175.00 160.00 
De Qeisketiu cane t ee eneen 170.00 155.00 

Commons 

S2 or 48 No. 2 No. 3 No. 4 
i a: ar 130.00 96.00 82.00 
tt * ere 30.00 96.00 80.00 

Idaho White Pine 

Selects 

ae or 48 1x4 1x6 1x8 5/64 

C&Btr. RL.250.00 265.00 270.00 265.00 
C Rh......205.00 225.00 230.00 235.00 

Commons, 82 or 48 No. 1 No. 2 No. 3 
Dee sisawewenws 150.00 140.00 100.00 
SEE toxacdeeces 150.00 140.00 100.00 

Sugar Pine 

Selects 

S2 or 48 4/4 RW 5/4 RW 6/4 RW 
B&Btr. RL...300.00 300.00 305.00 
i) ee 275.00 195.00 
ere 255.00 240.00 175.00 

Shop, S28 

No. 1 No. 2 No. 3 
| re reer 175.00 135.00 100.00 
Ss 175.00 135.00 100.00 


135.00 100.00 





SOUTHERN PINE 


Vertical Grain Flooring 


tr. Cc D 
BG be wakes eva 210.00 200.00 180.00 
Flat Grain Flooring 
| Pree 195.00 185.00 145.00 
Be wewemaicsiwuss 220.00 210.00 170.00 
Drop Siding 
1x6 (Pat. #106).206.00 195.00 165.00 
1x6 (Pat. #116).206.00 195.00 165.00 
Boards and Shiplap 
1x6 1x8 1x10 1x12 
No. 1 ...143.00 143.00 148.00 173.00 
No. 2 ... 86.00 91.00 91.00 96.00 
No. 3 ... 76.00 83.00 83.00 89.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 95.00 96.00 98.00 108.00 108.00 
2x 6 89.00 91.00 92.00 102.00 104.00 
2x 8 94.00 94.00 96.00 102.00 104.00 


2x10 104.00 105.00 105.00 113.00 116.00 
2x12 110.00 110.00 110.00 121.00 126.00 
No. 2 Dimension 





2x 4 88.00 89.00 91.00 101.00 101.00 
2x 8 84.00 85.00 86.00 95.00 97.50 
2x10 88.00 88.00 88.00 93.00 95.00 
2x12 88.00 88.00 88.00 95.00 103.00 
No. 3 Dimension denies nape 
2x 4 73.00 
2x 6 72.00 
2x 8 71.00 
2x10 71.00 
2x12 65.00 
REDWOOD 
Finish 


%x6 A&Btr. Siding 


Prices for red cedar siding in mixed 
cars, new bundling, 6 to 18’ are: 
Beveled Siding, % Inch 





Clear “A” —" 
%x4 inch ...... 95.00 83.00 75.00 
%x5 inch ......120.00 118.00 88.00 
%x6 inch ......155.00 143.00 120.00 
SeRe WHOM occécs 185.00 173.00 130.00 
Clear Bungalow Siding, % Inch 
 cxeceey -210.00 198.00 160.00 
10 inch ........230.00 218.00 175.00 
32 SMER 2... -230.00 228.00 165.00 
Finish, B and Btr. S28 or 4S, 
6-16’ or Rough 
Rae . +++ SES 
po eee a ee i 5.00 
Co veneers 186,00 
Ceiling or Flooring, 
B and Btr., 9-16’ 
Bé&Btr. Cc D 
eee -.--100.00 97.00 85.00 
Se wiweeeaaeene 100.00 97.00 85.00 
RED CEDAR SHINGLES 
Royals 
ee. tie | f er eee a 18.00 
POOETOOE ccdecucnntioeies 11.50 
a ee rena = 8.00 
Perfections 
jee eS 13.50 
ae ie, | en 7.75 
3—1 a. = pid anatase lesa we 5.75 
XxXxXxX 
16°-5/2 BR or Shui aha adie wok we Merete 11.50 
el ee cee 7.75- 8.00 
16”-5/2 "#3 ee en re eee. 5.75- 6.00 
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ENGLEMANN SPRUCE 


Boards and 
Shiplap (dry) 1x6 iss. 3530 4212 
No. 2&Btr..114.00 112.00 115.00 125.00 


No. 3&Btr.. 93.00 96.00 102.00 112.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 90.00 90.00 90.00 90.00 96.06 
2x 6 90.00 90.00 90.00 90.00 96.06 
2x 8 90.00 90.00 90.00 90.00 90.00 
2x10 90.00 90.00 90.00 90.00 90.00 
2x12 81.00 81.00 81.00 81.00 81.00 
No. 2 Dimension 
ox 4 85.00 85.00 85.00 85.00 85.00 
2x 6 85.00 85.00 85.00 85.00 85.00 
2x 8 85.00 85.00 85.00 85.00 85.00 
2x10 85.00 85.00 85.00 85.00 85.00 
8x12 81.00 81.00 81.00 81.00 81.00 


(Boards graded No. 1, 2, 3, at flat 
price; no price for straight ‘No. 2. Mi lls 
do not grade out No. 3 Dimension sepa- 
rately as in fir.) 


WESTERN HEMLOCK 


Vertical Grain Flooring 
B 





&Btr. Cc D 
Peer Te 165.00 155.00 115.00 
Fiat Grain Flooring 
Set ewes 40.00 130.00 98.00 
1x x6 atearetawe eats 160.00 155.00 110.00 
Drop Siding 
1x6 (Pat. #106).155.00 150.00 113.00 
1x6 (Pat. #116).150.00 145.00 110.00 
Ceiling 
0) ee 105.00 60.00 
See 115-125 110-120 95.00 
Boards and Shiplap and 2” (Dry) 
1x6 1x8 1x10 1x12 
No. 1 . .84.00 86.00 86.00 86.00 
No. 2 .. 81.00 81.00 81.00 81.00 
No. 3 . .64.00 66.00 66.00 66.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20' 





2x 4 91.00 91.00 93.50 92.00 92.00 

2x 6 92.00 92.00 92.00 92.00 92.00 

2x 8 90.00 90.00 90.00 90.00 90.00 

2x10 90.00 90.00 90.00 90.00 90.00 

2x12 87.00 87.00 87.00 87.00 87.00 
No. 2 Dimension 

2x 4 85.00 85.00 87.00 86.00 86.00 

2x 6 84.50 84.50 85.00 86.00 86.00 

2x 8 84.00 84.00 83.00 83.00 83.00 

2x10 84.00 84.00 84.00 84.00 84.00 

2x12 82.00 82.00 82.00 82.00 82.00 
No. 3 Dimension R/L Only 

|. eae ee ee ee err ee 65.00 

MU “sw cusatee eens 6 Oa + Kew ele nee 64.00 

dk A ae ree eerie 63.00 

MED sc assive cmon }cumcinneevione 62.00 

BEE -Ridi¥ens3ace Arm wnebalal- a) moar rain) ecoseie a cacs 62.00 

OAK FLOORING 

Clear Pin, 3§x2%4 Yx1A %x2 %xik 

White ..255.00 225.00 197.50 187.50 

Red ..255.00 225.00 197.50 187.50 
Sel Plain 

White ..225.00 205.00 177.50 162.50 

Red .-225.00 205.00 177.50 162.50 
#1 Common 

White 7s. 2 170.00 92.50 77.50 

Red .20 170.00 92.50 77.50 
#2 Mixed 15° ishorts 

00 80.00 80.00 70.00 

#1 Com. . 

Btr. ....140.00 110.00 92.50 77.50 
#2 Com. ..100.00 80.00 62.50 50.00 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, 6 to 16’ are: 
Beveled Siding, % Inch 


Clear ‘“A” “a 
%x4 inch ...... 95.00 92.00 70.00 
Wee WEOR 2c ccc 120.00 118.00 82.00 
%x6 inch ...... 155.00 153.00 120.00 
eae IMER. «0. scx 185.00 183.00 145.00 
Clear Bungalow Siding, % Inch 
8 inch ........210.00 208.00 160.00 
Be SO wivceuas 230.00 228.00 190.00 
2 aa 230.00 228.00 165.00 
Finish, B and Btr. S2 or 4S, 
6-16’ or rough 
SS eee 145.00-165 .00 
EE G&gnachrevere acarele ae arelecgiee 175.00 
er 5.0 
Ceiling or Flooring, B and Btr., _ 
B&Btr C 
OO sien sesm nae 105.00 100.00 9¢ 00 
ae --.120.00 115.00 95.00 
Discount on mouldings, 6-20’ odd 
lengths. 
Series 8, 


000— 
Listing under $4.00—list plus 125 per 
cent. 
Listing $4.00 and over—list plus 130 


per cent. 
Clear Ratnam, & fey 9 to 10’ 
0 Lin. Feet E 
pee ee aE a aes eis a 
Reese s,m rere Sere 1.75 
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This award-winning design was entered in 
national architectural design competition by 
PROJECT designers and pl s, 246 E.49th, 
New York. This and other designs for plywood 
buill-ins are in portfolio described below. 








00 Now Available in Portfolio Form— 
” | Design Ideas for Built-Ins From 
» | National Architectural Competition 


50 


50 


30 JUsT PUBLISHED! A portfolie,of-designs awarded top honors by 








Aage 

50 a jury of nationally-known: architects in the Special Awards 

“50 ; } hein ‘ 

mA Competition for Plywood Built-In Features conducted within Your Customers Are Being Told 

e the NAHB-ARCHITECTURAL FORUM House Design Competition— About Plywood Built-Ins 

:00 pa ial ; : 

eH history’s biggest, most successful architectural contest. a 
This sales-starting collection of design suggestions—chosen read advertisements featuring plywood built-ins. You 

“7 from the 2,727 competition entries—is a valuable promotion an Regier EEN en wor onan ener or 

‘ ‘ this new portfolio for your customers. In quantity, port- 
3 tool to help your customers visualize how much beauty and folios are $100.00 per 1,000. Imprinted, add $9.00 
| 


an convenience plywood built-ins will add to their home. Send for first 1,000, $4.00 each additional 1,000. Also 





po tod f d b all available are newspaper ad mats featuring plywood 
ay tor your free copy -..- and remember, storage-wall, built-ins. One 2-column mat, two 1-column mats. 10c each. 
. cabinet buffets or dresser—versatile plywood is the logical 
00 : ieee 
material for every built-in. [fr - -- 
I 
00 1 DOUGLAS FIR PLYWOOD ASSOCIATION 
Tacoma 2, Washington (Good in USA Only) 
1 Please send free copy of Portfolio of 
” I Design Ideas for Plywood Built-ins. 
f I 
00 I 
id Name..... Coe cccccccecccececescccceceeeeececeeee . 
l 
er : eee rrr bbe wah aeaew weet Veen eeaheees 
130 t 
: CU. ccccvceses Seneweoeeeseeenes ee eee 
_ AnGe LIGHT I Attached, on my letterhead, is an order for the portfolio 
50 [RONG PANELS u booklet in quantity and/or newspaper mats in accord with 
15 OF REAL WOOD AMERICA’S BUSIEST BUILDING MATERIAL ! 


terms above. 
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CRACKED 
CEILINGS 
IN VOOR 


OWN HOME ? 


Mr. Lumber Dealer: Follow the 
Advice of Your Business Friends 


How long since you looked at the ceilings in your own home? 

Chances are you too have a cracked ceiling that needs 
attention. 

Do this. Prove to yourself once and for all that there is no 
material like Upson Kuver-Krak Panels for re-covering cracked 
ceilings. Apply an Upson Ceiling in your own home. 

See how quickly . . . how easily the job is done. No muss, 
fuss, confusion or irritating delays. No seeping, floating white 
dust to cause an extra housecleaning. Then note the beautiful 
result and remember this ceiling will give you a lifetime of 
satisfaction. You'll want every customer to solve his cracked 
ceiling problem the same way. 

If you have no Upson Kuver-Krak Panels in stock, write 
or send the coupon right away. 


One of the scores of thousands of Upson Ceilings 
now beautifying the homes of catinfied | home aaa. 
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use UPSON 


KUVER-KRAK 
PANELS 


says Fred Ludwig, President, <™ 
Merritt Lumber Yards, Inc., ; é 


Reading, Pa., one of Ameri- y & 


ca’s prominent dealers. 

“Having great faith in Upson Panels, 
developed through the many years 
we’ve handled them, prompted me to 
use them in my own residence for re- 
covering cracked plaster. 

“TI am glad to report these panels 
have been most satisfactory and have 
done everything we expected them to do.” 


use UPSON 


KUVER-KRAK | 
PANELS 


says G. E. Carter, well 
known lumber dealer of 
Port Arthur, Texas. 


“Several years ago, I applied Upson 
Panels to the ceilings of my home. 
Today, they look just as good as when 
they were first applied. I don’t think 
they will ever need repairing beyond an 
occasional coat of paint.” 


Ni 


PANELS 


- = + 
= pas SRS: a 
e@eeeeveveeeeveeeeeeeeeeeeee20 04 


THE UPSON COMPANY 


(644 Upson Point, Lockport, New York 
( Send me Instruction Sheets for applying Kuver- 
Krak Panels. 


(0 Have your Representative call to give me more 
information on the cracked ceiling market. 


NAME 





NAME OF FIRM. 





STREET ADDRESS. 





CITY. STATE 
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The Seven Ages of a Salesman 


—or the Road to Stardom in Selling 


Every man has seven ages—said Shakespeare. 
“he salesman is no exception if he reaches sell- 
ng maturity. Star salesmen are not born—they 
ire made—largely by themselves. There are 
seven steps on the stairway to superior selling 
yerformance. These must be climbed step by 
step! 

From where does a worker start his climb to 
« top place in selling? He starts from the level 
of uneonscious selling! He is unaware of the 
art—the skill—the science of selling. Too many 
“sales people” are not aware of consciously using 
salesmanship. Too much retail ‘selling is order 
taking. 

Step One—THE AMATEUR. The amateur 
rises from unconscious sales work to become an 
alert entered-apprentice in a life of selling. He 
develops a spirit of customer service, a com- 
petitive psychology and an ambition to win 
recognition and increased compensation. He is 
conscious of starting to climb the steps to suc- 
cess in selling, but to earn the name “salesman” 
he must progress at least two more steps. 

Step Two—THE STUDENT. To get his foot 
on the second rung of the ladder our apprentice- 
salesman must become a student of selling and 
salesmanship. The student salesman reads and 
studies two or three of the best among the hun- 
dreds of books on selling. Often he attends a 
school where selling fundamentals are taught. He 
learns once and for all time that a sale has five 
parts: (a) to attract favorable attention (b) to 
arouse real interest (c) to secure conviction (d) 
to dissolve all objections and resistances and 
(e) to close the sale. He is then ready for the 
third step—to implement the selling theories he 
has learned. 

Step Three—THE TECHNICIAN. Our stu- 
dent here puts theory into practice. He not only 
acquires a thorough knowledge of the products 


and services he has to sell, but he also learns’ 


how to apply that knowledge to his individual 
customer’s problems. He masters the answers 
to Why? How? Where? When? Which? and 
Who? from the customer’s as well as the com- 
pany’s and his own viewpoints. He learns to 
acquire and use the handy tools of selling—ex- 
planatory literature, exhibits, samples, presen- 
tations, demonstrations, testimonials, etc. He 
learns the strategies, tactics and procedures of 
successful selling. He plans his work and works 
his plan. But to climb above average he must 
take the next step. 


Step Four—THE PERSONALITY. The supe- 
rior salesman acquires a magnetic personality. 
He learns that a charming, radiant, friendly 
personality can be grown and he proceeds to do 
so. He learns how to “make friends and influence 
people.” He achieves an understanding of the 
Psychology of human relations. He masters the 
art of getting along with people. Developing a 
Magnetic personality is largely a matter of 
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burying self-interest under an avalanche of en- 
thusiasm for serving other people (with this 
kind of an approach, self-interest will take care 
of itself). The superior salesman is now ready 
for the fifth and most important step. 

Step Five—THE CREATIVE SALESMAN. 
At this level our salesman can see the top of the 
ladder and is well on his way there. He knows 
that a creative sale is one in which the idea that 
leads to a purchase generates in the mind of 
the salesman before it does in the prospect’s 
mind. He can create an appetite in the pros- 
pective customer that isn’t hungry. The creative 
salesman makes prospects out of suspects as 
well as repeat customers out of prospects. A 
large part of his salesproduction is creative. 
Creative salesmen have made America! But 
there are still two higher levels to which our 
salesman can aspire. 

Step Six—THE PROFESSIONAL SALES- 
MAN. A professional is a recognized superior 
performer. He represents the highest level of 
“ability, reliability, endurance and action.” He 
equals known sales records in his line and then 
sets out to beat them. He shoots in the 70’s and 


bowls in the 200’s in the golf of selling and the 


bowling of salesmanship. Only he who has served 
a long internship in selling can achieve this 
mastery. It is a matter of practice and experi- 
ence, experience and practice. He builds sales 
higher, wider and thicker. He makes each sale 
lead to four more. He constantly strives to 
improve the techniques of selling—to find the 
easiest, quickest and best way to make sales. 
He earns a master’s degree in selling. He cor- 
responds with the doctor, lawyer, and CPA in 
other professions. But he has one more eminence 
to climb. 

Step Seven—THE LEADER. Here is the Star 
Salesman who is recognized by his associates 
and employers as a star. He makes permanent 
customers as well as sales. He knows he has 
more to sell than goods and services. He not 
only exceeds his quota of profitable sales, but 
he also sells his company, his industry and the 
American way of life. He gives generously of his 
selling time to Red Cross, Community drives, 
church and educational work, etc. He helps the 
salesman lower down on the ladder. He can 
make group sales because he has mastered the 
art of public speaking and self expression. He 


‘knows how to get others to work for and with 


him. He can deputize, supervise, multiply and 
expand. He is ready for executive responsibility. 

Any salesman-reader of the American Lum- 
berman can use this check test to determine the 
height to which he has climbed in salesmanship. 

And through the further implementation of 
these principles he can rise to “stardom”’ in sell- 
ing. 


oo Art Hood 


Copyright is waived on the above editorial. Permission to re- 
produce with credit is granted. 
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BILL HUTCHESON, owner. 
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YARD is designed so customer can drive to any point for 


easy pickup. 
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STAINED SIDING makes attractive frame for display windows. 


WELL DESIGNED DISPLAY makes items stand out, also 
sells knotty pine. 


Canadian Yard Features Main Street Selling Ideas 


Hutcheson Lumber Company is planned to 
sell the customer what he wants the easy way. 


Typical of many Canadian 
retail lumber dealers who like 
the trend te consumer selling is 
Bill Hutcheson, president of 
the Hutcheson Lumber com- 
pany in Woodstock, Ontario. 

“It is our idea,” Hutcheson, 
says, “to operate a real con- 
sumer, retail store as much like 
the grocery store or drug store 
as possible. We want to get 
the merchandise we sell out in 
view so people will know we 
have it.” 

Hutcheson, in designing his 
new store, kept in mind a mer- 
chandising principle that is 
important to successful con- 
sumer selling: to make the 
shopper feel everything he sees 
in the store is for sale. 

“We operate a retail store, 
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not a display room,” is the way 
Hutcheson puts it. We have 
some very nice displays, and we 
spent a lot of time planning 
them. But everything in them 
is for sale. They are not just 
decorative.” 

“Like a grocery store, we 
want the customer to feel he 
can buy products right off our 
shelves—or that we can supply 
the order in a moment’s notice 
from the warehouse. We feel 
our showroom and yard should 
be laid out to put every item 
a customer may want right at 
our finger tips. We are con- 
stantly working to overcome 
the delay in putting into the 
customer’s hands what he 
wants.” 

“Part of helping the custo- 


mer buy easily,’”’ Hutcheson ex- 
plains, “is in yard arrangement. 
Our yard is arranged so the 
customer can drive anywhere 
in it, pick up a small order, and 
drive away without delay. That 
not only makes for cutting the 
costs of operating, it also builds 
customer goodwill. And that’s 
what counts.” 

Hutcheson Lumber company, 
located on the main street 
through Woodstock, Ontario, 
was purchased by the Hutch- 
eson family in 1927. Since that 
time, Bill Hutcheson has ap- 
plied himself to learning and 
using increasingly effective 
merchandising methods in the 
sale of building materials. 

Although the main building 
is of masonry construction, it 
has been remodeled to sell 
“wood” by displaying it. The 
entire front is now covered with 
12x114” bevelled white pine, 
finished in a tobacco-leaf shade 
of varnish. Large windows 
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allow window shoppers to see 
inside easily. 

On the interior, very expen- 
sive finishes were purposely 
avoided. On the other hand, 
materials and applications that 
could be applied to the usual 
house sale have been stressed. 

Walls are finished in 14.” ply- 
wood, which was painted white, 
wiped down and finished with 
several coats of varnish. Dis- 
play cases are finished in knotty 
pine. 

A complete kitchen counter 
and cabinet unit is set up where 
it can be easily seen from the 
sidewalk. This display alone 
stops many shoppers every day 
and has been responsible for 
many kitchen sales. 


A trend among retail lumber 
dealers is exemplified in this of- 
fice and that is the allotment of 
store space for a “Home Plan- 
ning Service.” In his store, Bill 
Hutcheson has divided off a sec- 
tion for just this purpose. In 
this cubicle which is 70” in 
length is located a long table 
and comfortable chairs. The 
most attractive booklets on 
house designs, home planning 
and interior finishes are ar- 
ranged on the table. 

“When they go in there,” 
Bili Hutcheson observed, “we 
leave them alone. That little 
toom does more to sell wood 
and wood products than all the 
talking in the world. They say 
4 picture is worth 10,000 words, 
Well there are about 700 pic- 


tures in that Home Planning 
room.” 


Another point made by the 
President of the Hutcheson 
Lumber Co. Ltd., was the fact 
that their type of merchandis- 
Ing was dictated by their loca- 


























PROSPECTS are left alone to sell selves on building ideas. 







































prospects. 
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KITCHEN DISPLAY is visible from street. It pulls in 








TIPS FROM YOUR LITTLE BUILDER 


Your, future happiness 
and comfort depend upon 
wise home planning. 
LITTLE BUILDER 
wants you to see our 
Plan Books this week. 





Overhead Garage Doors 
eliminate the possibility 
of fender damage... 
eliminate shovelling 
snow from garage door- 
way. Order now, 





Bring your bathroom up- 

* to-date . . . make it 
more attractive, easier 
to keep clean. . . with 
our reliable materials, 
Stop in today. 
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suggests ‘ LUMBER Co.,LTD. 
You — WOODSTOCK ¢ TELEPHONE 34 
OPEN SATURDAY AFTERNOONS FOR YOUR 
CONVENIENCE 
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Whistle While You Work ! 


Even Pa enjoys working in an ARBORITE-surfaced 
kitchen! 


Colourful ARBORITE is easy to clean, moisture-re- 
sistant, good looking . . . ideal for kitchen counters, 
table tops, dressers! Costs you little, but adds $$$ toa 
room's appearance! Show it off to friends next week 
. - . order from HUTCHESON'S now! 


Take a tip from Hutche- 
son's LITTLE BUILDER. 
End kitchen drudgery, 
gain extra leisure time 
with modern, roomy 
kitchen cabinets. Convene 
ient monthly terms. 


a LUMBER CO.,LTD. 


You hone WOODSTOCK ¢ TELEPHONE 54% 






OPEN SATURDAY AFTERNOONS FOR YOUR 
CONVENIENCE 








STANDARD ADS like these are found effective when used regularly. 


tion. “We are a ‘Main Street’ 
yard,” he said. “We are for- 
tunate in catching the passing 
parade. Through the medium 
of our show windows we can 
suggest, at a minimum of cost, 
what should be done to beauti- 
fy the home; the type of home 
which should be built and, above 
all, the use of our products. 
Dealers not located on ‘Main 
Street’ lose this opportunity 
and we would be foolish indeed 
to ignore the potential which 
walks by every day.” 

“We area Saturday yard,” he 
said. “By that I mean that we 
stay open all day Saturday. 
When the citizens and the sur- 
rounding community come to 





town to shop on Saturday after- 
noon, they can shop in our store 
just the same as they can in the 
A&P or the local drygoods. We 
are open when the working 
population in Woodstock are 
not working and when they 
have the free time to come to 
us and make their purchases. 

Advertisements appear week- 
ly in the Woodstock newspaper. 
The firm uses an American ad- 
vertising service for lumber- 
men which has proved more 
than satisfactory. In aduJition, 
catalogues are sent out peri- 
odically to the home owners in 
the town and twice weekly 
radio newscasts are sponsored 
by the firm. 
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SIDEWALK DISPLAY OF OUTDOOR FURNITURE attracts the favorable 
attention of motorists and pedestrians alike. This Madison, Wis. firm stepped 
up its sales of these items 232% within a year. 


Step Up Your Volume with Garden Tools 


Lumber dealers are the smartest merchandisers of outdoor products, 
say the manufacturers, citing figures to prove dramatic sales increase in this depart: 


ment. 


“Lumber dealers are the King 
Distributors of garden goods— 
a volume and profitable busi- 
ness.” 


That is the opening sentence 
in a sales letter from a sales 
agency responsible for the dis- 
tribution of dozens of carloads 
of trellises, arches, bird houses, 
patio furniture and the like, to 
lumber dealers across the coun- 
try. 

This agent, Edward A. Van- 
dy, Chicago, has seen the lum- 
ber dealer outsell department 
stores in garden goods in the 
last two years. He has figures 
to prove it. One South Bend, 
Ind. dealer took an initial order 
of $3,000 worth of garden goods 
this year compared with an 
order of $2,800 for one of Chi- 
cago’s biggest department 
stores. 


Upped 1950 Order by $4,000 


One Chicago building ma- 
terials dealer ordered $9,000 
worth of garden goods to open 
his spring selling season; last 
year his opening order was $5,- 
028. And experience shows that 


20 


he will reorder several times 
throughout the season. 


The growing supremacy of 
the building materials dealer 
in this field is only natural, em- 
phasizes Vandy. 


“This business belongs to the 
lumber dealer,” he declares. “It 
is profitable and it brings cus- 
tomers into his place of busi- 
ness. The lumber dealer has a 
better place to display garden 
goods, generally outdoors in a 
natural setting. In addition, 
when people think about lum- 
ber products, they naturally 
turn to the lumber dealer.” 


That is one good reason why 
dealers are substantially in- 
creasing their orders of these 
products. The aforementioned 
Chicago firm, which ordered 
three carloads to start the 1951 
season, opened this department 
of their business six years ago 
with an order under $500. 
Three years ago, the depart- 
ment head of a South Bend, 
Ind. store placed an order for 
$200 worth of garden goods 
over the protest of the owner, 
who felt the displays would 
merely gather dust. However, 
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ARCHES AND TRELLISES are given 
a natural setting in front of this deal 
er’s Chicago store. A wide selectio 
of these items is important for in 
creased volume. 


the items sold immediately and 
it was necessary to reorder sev- 
eral times. Consequently, last 
year’s opening order was $742; 
this year’s $3,000. 





Another Case History 


A Rock Island, Ill. yard FEN‘ 
placed an opening order late™ para. 
last year for $129.94, then re 
ordered several times. This or- 
ganization, which has added _— 
another yard meantime, this year 
year placed an opening ordet . 
for $900. 

These case histories, which Suge 
can be duplicated from Vandy’ H 


books many times over, area sug 
typical of the dealer responst® ing 
to this big seasonal sales 0p- 3 
portunity of garden supplieS® jtery 
outdoor furniture, lawn 0W§ wj}) 
ers and all the accessory ‘tem § h.. 
that go with this equipment den 
Vandy received a total of 12% an, 
inquiries from dealers in le of ; 
than three months (95° Of eye; 
these resulted from two acs "1% dea) 
American Lumberman). itern 

“T never realized what a tre 9 
mendous customer for our lint 4. 
the lumber dealer could be, § },.. 
declared Vandy. “I’ve neveél 
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WINDOW DISPLAY in one of Hill-Behan’s stores in Chi- 
cago has exhibits of garden seed, garden tools—sprinkler, 
lawnmower, shovels, rakes, garden cart; 


arch. 
if desired.” 





FENCING AND POSTS are good spring promotion items. 
is seen at Central 


This display, clearly 


price-marked, 
Hardware, St. Louis. 


seen such a response in my 25 
years in business.” 


Suggested Merchandising Ideas 


Here are some of Vandy’s 

suggestions for merchandis- 
ing garden goods: 
_ 1. Order a wide variety of 
items. The larger, assortment 
Will help you grow. Each piece 
has a definite part in the gar- 
en; one piece will not replace 
another. You need various sizes 
01 arches, trellises, etc., to sell 
every type of customer. The 
dealer who buys only a few 
items invariably stays small. 

2. Keep right on selling gar- 
den goods right up to Septem- 
ber 1. The poor merchandiser 
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An adjoining window features fencing 


also a sample 
“installed 





. 


eating utensils. 


of garden goods buys once, sells 
out and doesn’t reorder. The 
good merchandiser maintains a 
display of trellises and arches 
and similar items right through 
August. 

3. Here’s another tip. Make 
a paint and brush sale (and 
other garden supply items) 
with your sale of trellises and 
arches—these should have a 
coat of paint at the end of the 
first year. 

Another manufacturer of 
garden goods—specifically, 
summer furniture—is also en- 
joying a spectacular business 
with the retail lumber dealer. 
Outdoor furniture is one of the 
specialties of Connor Lumber 
and Land Co., Marshfield, Wis. 


NEAT FLOOR DISPLAY at Home Builders Supply Co. 
Jackson, Miss. includes playground equipment. 
sign serves as a checklist for shoppers. 


Lettered 


PICNIC SUPPLIES include a wide range of items ranging 
from tables and charcoal to mobile barbecue grills and 


Their line includes folding 
tables, yacht and steamer 
chairs. 


Many New Dealers Added 


Three years ago this firm was 
selling to half a dozen retail 
lumber dealers; they now have 
approximately 40 accounts 
among building materials deal- 
ers and this number is steadily 
growing. 

The rapid increase in lawn 
furniture sales by retail lum- 
ber dealers is indicated by the 
experience of C. C. Collins & 
Son, Inc., Madison, Wis., which 
increased its sales in this de- 
partment by 232% within one 
year. 
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J. T. KOENIGS, LEFT, AND W. J. 
HAUBRICH, owner, operate important 
Iowa yard. 


THIS BROODER HOUSE is nearly 
complete. 


FARM BUSINESS is big business in Iowa. Supply of 


brooders and feeders is shop built. 
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BIG DISPLAY ROOM stocks nearly everything needed to build and equip a 
modern home or farm building. Window writing attracts attention. 


SEO. 


tremy~ 


Slctuc Woung 


G like this is effective when kept neat and 


JOB SIGNS are used to spread company’s name, along 


with direct mail and radio. 


Complete Service Makes Sales 


Iowa yard supplies homes and farm buildings 


ready to use. 


Haubrich Lumber and Sup- 
ply Company in Mapleton, 
Iowa, typifies the success a 
building materials concern can 
enjoy by offering a complete 
home service. 

“When we undertake to build 
a house for a man,” W. J. 
Haubrich says, “we’re in a po- 
sition to dig the basement at 
the start and supply the bottle 
gas at the end. In between, we 
furnish everything to build the 
house plus the furniture, appli- 
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ances, heating and plumbing 
and wiring. If there’s anything 
needed to build and equip a 
house that we don’t handle, we 
don’t know what it is.” 


Commercial construction is a 
second important phase of the 
business that has resulted from 
handling a complete line of 
building materials ard services. 
Haubrich has built an impres- 
sive array of business struc- 
tures in Mapleton and the sur- 
rounding territory. Included 


are theaters, garages, stores 
and public utility buildings. 

Important as homes and com- 
mercial buildings are, Maple- 
ton is basically a rural com- 
munity. Farm trade is the back- 
bone of Haubrich’s business and 
that accounts in large part for 
the company’s size and impor- 
tance in the area. 

Employing as high as 100 
men during the busy seasons, 
Haubrich is prepared to put 
up a barn or a granary on a 
moment’s notice. It is this 
super farm service that truly 
builds sales. 


As supplements to the build- 
ing materials business, Hau- 
brich’s also handles gas, oil, 
tires and bottle gas, and does 
house moving. 

(continued on page 63) 
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For 24 years Kinzua has been satis- 
faction-giving lumber. Produced from 
quality logs from Kinzua’s own Tree 
Farm, it is precision manufactured. It 
is scientifically kiln dried. It is accur- 
ately graded. It is stored and loaded 
under cover. 3 


ALWAYS DEPENDABLE LUMBER TO BUY 





It is really easy to insure yourself and 
your customers dependable lumber. 
Just specify Kinzua “Quality Guaran- 
teed” lumber and factory products. 


“Architect Designed” window and 
door frames, bevel siding, ceiling, 
casing, base, finish, knotty pine 
paneling, boards, glued-up 
Kinspec panels, glued-up ‘Kinfir” 
floor blocks, Fir and Larch boards 
and dimension. 








KINZUA PINE MILLS CO. 
KINZUA, OREGON 


EMBER NATIONAL WOODWORK MFRS. ASSN. INC. MEMBER WESTERN PINE ASSOCIATION 
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PARKING SPACE for more than 100 cars is available in front and on the side 
of the new Standard Builders Supplies store in Memphis. 


INE OF DURABLE BUILDING MATERIALS 


{ss STANDARD BUILUERS 5 SUPPLIES Ff 
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BILLBOARD advertises drive-in feature. 


scaping sets off sign. 
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Attractive land- 


ENTRANCE to drive-in service. When 
car wheels strike cable, bell starts 
ringing in the store. 


LOADING a few bags of cement is a matter of only a few 


minutes with drive-in service. 


STOP-WATCH SERVICE 


Customers can “drive through” 


the Standard Builders 


Supply store in Memphis and make a pickup without ever leaving their cars. 


Fast service is a feature of 
the new Standard Builders 
Supply Co. store in Memphis, 
Tenn. A tunnel from front to 
rear of the store makes it pos- 
sible for a motorist to drive 
through and pick up what he 
wants without even getting out 
of his car. 

This time and labor-saving 
service is featured by the con- 
cern in its billboard and news- 
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paper advertising. A _ cable 
stretched a car’s length in 
front of the drive-in garage 
door sets off an alarm bell in 
the store as soon as & car drives 
over the cable. Employes in 
two different parts of the store 
can press a button which places 
the motor-driven metal doors 
in operation. One of the em- 
ployes immediately goes out to 
wait on the customer. ' 
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The driveway actually runs 
through a sizable warehouse 
where cement, roofing and other 
building products are stocked 
in sufficient quantities to mcet 
the daily needs of the pickup 
trade. There is direct entrance 
from this warehouse into the 
store proper. 

Motorists using the ware- 
house driveway continue on 
through the warehouse, then 
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both the homeowner and contractor. 


turn back onto the highway. 
Parking space on the property 
is available for more than 100 
cars. The store is several miles 
from downtown Memphis, but 
it is located on a heavily trav- 
eled highway in a residential 
neighborhood. 

The color scheme of the store 
interior is dark green, gray and 
coral. The wide variety of 


WALLPAPER is given prominent window display space. 
Desks with comfortable chairs make it easy for the ladies 
to study the sample books. 


products handled include car- 
penters’ tools, lighting fixtures, 
builders’ and cabinet hardware, 
lawn and garden equipment, 
paint and wallpaper and dozens 
of miscellaneous items for the 
housewife ranging from kitchen 
utensils to clothesline. A small 
sporting goods section is heavily 
patronized by contractor cus- 
tomers. 


The store handles both power 
and hand lawn mowers, radio 
and television sets. 

A plate glass front is an open 
invitation to window shopping. 
Interior lighting is dramatized 
by 18 spots with color filters 
which make it possible to flood 
all or any section of the store 
with any one of four or five 
hues. 
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Firpine also manufactures 
Ponderosa Pine lumber and 
wholesales other species of 
Western woods—lumber, mill- 
work, mouldings, cut stock and 
specialty items. 





IT Packaged Window and Door Trim 


SAVES... TIME 


MONEY 
WASTE 


It eliminates waste because there is no cutting waste 
and no loss of material. Trim-Kit is architecturally 
correct in design. Accurately and smoothly machined. 
It cuts handling costs plus lower overall cost. Made 
of clear. soft-textured Ponderosa Pine. It saves distri- 
bution time because Trim-Kit is easy to stock and to 
inventory. Horizontal members in one package and 
vertical members in another package. 


Contact your jobber. Trim-Kit is sold through recog- 


nized jobbers only. 


OUR MOTTO: “Tf it's made of wood, We sell it.” 


Propucts COMPANY 
P. O. BOX 188 — OSWEGO, OREGON 
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A NEW PLASTIC FINISH FOR 
ARMSTRONG’S De Luxe MONOWALL 


After 10 years of research, a new finish known as 
“M-67” has been perfected for use on Armstrong’s 
De Luxe Monowall®. It makes Monowall more 
lustrous and far more durable than ever before— 
will make it easier than ever to sell. 


What is M-67? 

M-67 is an entirely new kind of plastic finish with 
extremely high gloss, durability, and beauty. Un- 
like paint, lacquer, and ordinary “baked-on” fin- 
ishes, M-67 is hardened by a special manufactur- 
ing process that requires absolute precision in 
timing and temperature control. M-67 is almost 
as smooth as plate glass. This new finish has been 
subjected to rigorous laboratory tests, along with 
16 other brands of panelboard—tests for gloss, 
fading, resistance to solvents, moisture, stains, 
abrasion, temperature changes, and many more 
(see photos at right). Almost every condition of 
normal and abnormal use was simulated in these 
tests. Armstrong’s De Luxe Monowall rated 
higher than any other material—much higher 
than the average for all 16 materials tested. 


New production equipment 


To produce M-67, entirely new plant equipment 
was required. Production of the new Monowall 
is now almost completely automatic, with precise 
controls carefully guarding quality at every step 
of the manufacturing process. 


A new package 


Packaging of the larger sizes of Armstrong’s De 
Luxe Monowall has also been greatly improved. 
(See photo at right.) There are fewer panels per 
package, so you can buy in full cartons, saving 
time, handling cost, and service charges. Pack- 





ages contain just enough material for the typical 
job. They’re lighter in weight, easier to handle, 
and better protected against damage. Panels are 
banded together face-to-face with metal tape. 
Rigid steel channels protect the edges of the ma- 
terial. Outer panels are clearly labeled and trade- 
marked for quick warehouse identification. 


The new Armstrong’s De Luxe Monowall offers 
you a great new profit opportunity. Get full 
information about it. Contact your Armstrong 
wholesaler today or write directly to 
Armstrong Cork Company, 4704 Lin- 
coln Street, Lancaster, Pennsylvania. 
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Gloss test. This Glossmeter registers the 
amount of light a surface will reflect. Test 
samples of panelboard are compared with 
the gloss of plate glass. Monowall’s M-67 
finish rates 93%. This high gloss means 
extra beauty and greater ease of cleaning. 


Wet abrasion test. This “mechanical house- 
wife” simulates many years of washing to 
show the effects of abrasive cleaning pow- 
ders on panelboard finishes. The new M-67 
plastic finish of Armstrong’s Monowall was 
unexcelled in this practical scrubbing test. 


Colors and designs. The new Monowall 
offers 27 different color and design com- 
binotions all styled by color experts to 
match the up-to-date decorating tastes of 
your customers. Monowall colors are care- 
fully chosen for harmonious use together. 


Fadeometer test. 100 hours in this “sun- 
light” machine equals 12 years of direct 
exposure to the sun. The Fadeometer test 
is used to determine amount of color 
change. The samples of Armstrong’s Mono- 
wall showed no visible change in color. 


Soap bath test. Simulates extreme condi- 


tions in tub, shower, and sink areas. 
Samples are immersed for long periods in 
an agitated solution of hot, soapy water, 
then dried and tested. Monowall’s M-67 
plastic finish again received the top rating. 


New Monowall package. Larger sizes are 
packed face-to-face with tissue dividers; 
panels are held firmly together with steel 
channels and metal bands. Packages con- 
tain only half as many pieces as before. 
Now you can buy and sell full packages. 


Impact abrasion test. Panelboard test 
samples are placed in revolving drums 
containing heavy metal slugs which con- 
tinually beat against the finish of the 
samples. The new Monowall finish received 
the highest rating obtainable in this test. 


Stain test. This test shows the resistance of 
panelboards to common household stains, 
such a ammonia, bacon grease, ink, and 
vinegar. Stain drops are dried for an hour, 
then cleaned off. Samples of the new 
Monowall resisted these and other stains. 


Advertising helps. Now, the powerful new 
force of television is selling Monowall on 
Armstrong’s Circle Theatre—NBC-TV. Na- 
tional magazine advertising, new displays, 
booklets, and other advertising helps are 
all behind the new Armstrong’s Monowall. 











PARKING SPACE on the paved apron of the Hill-Behan 
yard was crowded on promotion day despite the fact that 


it rained. 


MUSIC BY a hill billy band placed the “Red Tag” day ona 
This band also provided music for dancing 


social plane. 
under lights in the yard. 


was rubber tile. 


WOMEN LINED UP for the hand-dipped vases which 
were given away as souvenirs. 


SPECIAL ITEMS were promoted on open-house day; one 
The attractive floor display shown in 


picture, caught the attention of many visitors. 


Promotions with a Purpose Bring Results 


Open house, “Red Tag” days and special 
store demonstrations keep the Hill-Behan name before 


the public. 


How do people know you’re 
in business? 

“I advertise in the newspa- 
per, over the radio and send out 
some direct mail fliers four 
_ times a year,” ‘you may reply. 
“In addition, I dress up my 
windows with seasonal mer- 
chandise and displays.” 

Is that enough? The chances 
are that dozens of prospective 
customers pass your place of 
business regularly, yet are dim- 
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ly conscious that you have mer- 
chandise they need. That’s why 
special promotions are a good 
thing. They bring your name 
and the items you have to sell 
before the public in a way cus- 
tomers remember. The fact 
that your dollar volume does 
not rise appreciably on open- 
house days is not important. 
Your name has made a fresh 
impression and the products 
and services you sell are seen, 


not just read about. 

Hill-Behan in St. Louis is 
one organization that has used 
special promotion and “Red 
Tag” days to good advantave. 
Souvenirs for both the men and 
women are featured in news- 
paper advertising for these 
days. Broadsides advertising 
the event are distributed by 
hand throughout the neighbor- 
hood where the store is located. 
In one case a hill billy band 
supplied music both inside the 
store and outside for square 
dancing under lights in the 
yard. 


A free hand-dipped vase was 
offered in one yard in coopera- 
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ales Promotion 


; FREE in quantity to dealers 
e for distribution to prospects 


and customers. 


Just off the press! You'll want to get 
these two new booklets into the hands 
of your general and farm trade. Read 
the descriptions below, then use the 
coupon to order a supply of each. 


ou ns 
katy 


7 HOMES of WOOD 


How TO pulLD 


FARM “BEAUTIFUL HOMES OF WOOD” 
BUILDING® Beautifully printed in color, this eight-page, 8!/;”x 11”, 
booklet features full-color photographs of exteriors and 
interiors of actual homes. An “idea file” for customers and 


prospects interested in home building. 


“HOW TO BUILD FARM BUILDINGS THAT LAST LONGER” 


A concise pocket-size booklet, 4’x9”, showing how proper 


attention to certain details will eliminate the common 

Send Coupon sources of construction failures in farm buildings. Illus- 

for FRE trated with easy-to-follow sketches. A booklet your farm 
Booklets trade will want to use and KEEP. 


IE ARE LR A RE A A A A A A A OR SN LS AS A A a A A a A RM NR NN AY 


Four of the World's Finest Woods... Sell them by Name | Week Cone? Gatbannen"s Ansestatton 


1410 S. W. Morrison, Room 37 


] Portland 5, Oregon 
Douglas t nw Please send me the following free booklets: 
oat Lo 

COA £ T , . Wat Co tHemtock | __ copies of BEAUTIFUL HOMES OF WOOD. 

Wes “Red f HOW TO BUILD FARM BUILDINGS THAT LAST LONGER 

cttntijmnna ee: ws | ; 
WOODS || S20 sm 
PS 
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Lumber of Quality Produced by Members, Address 
WEST COAST LUMBERMEN’S ASSOCIATION 





City. __Zone. State 
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qa It 9 444 SS 99 9 99999444 


NORTHERN LUMBER MAp 




















| 
| 
ee 
be | 
+ 
4: - rt — 
7 OLE Niger ee ; i Cay h 
4 © Lake Ming) = le 
7 lronwodde * e connorville [fr (2 
~ ® Marenisco . aN ’ 
a Park Falls > ’e 
© 
5 | | . I a 
a | 
7 \ | 
mY, STO 





featu 
displ 


, ager 
SG le won 



































arol 

ceiv 

; One 

bs Tine Ds Oe Does Dns Ds Be Bs Ds De fact 

T 

cust 

Thousands of buyers throughout the country prefer Northern Woods for their uniform high peo} 
quality. The Northern Lumber producers and distributors are well equipped to serve you a di 
with quality lumber products. Calli on the leading concerns on this page for your needs in Tag 
Northern Hardwoods, Northern White Pine, Northern Hemlock, Maple, Birch and Beech bit « 
Flooring. mar 


“Abbott Fox Lumber Co. . . . . Iron Mountain, Mich. *Ahonen Lumber Co. . =. =. )=. =.) «~~ Ironwood, Mich. 


Manufacturers and Concentrators of Hardwoods, Hemlock and 
White Pine. Planing Mills. Dry Kilns. 


tConnor Lor. & Land Co, (fils: toons, Wis.) Sones Marshfield. Wis. 


K. D. & A. D. Hardwoods, Hemlock, W. Pine—Cedar Shingles, 
Posts, Poles—Laytite Rock Maple & Birch Flg.—Dimension stock. 


Schneider Bros. Lumber Co. . . . . Marquette, Mich. 


Northern Hardwoods and Hemlock, Hardwood eee. 
Rough Hardwood Turnings. Planing Mill and Dry Kilns 


*tHolt Hardwood Co. =. =. =... :)~s«OOeonto, Wis. 


Maple, Birch, Beech, Oak Flooring. Strip, Assembled Block 
Herringbone, Parquetry types: all types Heavy Duty Flooring. 


*+Boehm-Madisen Lumber Co. . 


Mills: Lake Linden, Mich., White Lake, Wis. Mirs. Hardwoods 
and Hardwood Flooring. K. D. facilities available. L.C.L. 
shipments kiln dried hardwoods from stock at Thiensville, Wis. 


Cadillac-Soo Lumber Co. . |. 


Northern Hardwoods, Hard Maple a Sqocteie. Hemlock, White 
Pine. Modern Dry Kilns. Facilities for Surtacing. Resawing, etc. 


“Michigan Pole &TieCo. . . . tL 


Northern Hardwood Lumber, Old Faithful Hemlock, Northern 
White Cedar Poles, Posts. Shingles. Piling. Sott 6 Hardwood Ties. 


tMember Maple Flooring Mirs. Assn. 





Sault Ste. Marie, Mich. 


Newberry. Mich. 


Northern Hardwoods, Hemlock, White Pine, Spruce, Hardwood 
Flooring. Planing Mill — Modern Dry Kilns. 


“Copeland Lumber Co. . . . Atlantic & Ontonagon, Mich. 
Sales Office—CHICAGO—135 S. La Salle St.. Hardwood Senther. 
Dimension. Dry Kilns and Planer. 


*C. M. Christiansen Co. =. . 2 1 Phelps, Wis. 


An outstanding Wisconsin lumber manufacturer — Hardwood. 
White Pine, Hemlock and Cedar Products. 


“Wm. Bonifas Lumber C0. (sg arctiilt, “tacn) Seles, Neenah, Wis. 


Northern Hardwoods, White Pine, 
Modern Dry Kilns. Expert Millwork. 


“Underwood Veneer Co. . . . . . Bessemer, Mich. 


Northern Hardwoods, Hemlock, W. Pine at Bessemer, Mich. 
Veneers and Panels at Wausau, Wis. 


“Goodman Lumber Company . . . . Ct. 


Northern Hardwoods, Hemlock, White Pine, Basswood, Hard- 
wood Dimension. Planing mill. Dry Kilns. Rotary cut veneers. 


“Bay De Noquet Company . . . . . Nahma, Mich. 


Sales Office, 817 Railway Exchange, Chicago — White Pine 
Hemlock, Hardwood Lumber — Shingles, Cedar Products, Lath 


“Roddis Plywood Corporation . Marshfield & Park Falls. Wis. 
Roddis Lumber & Veneer Co. of Mich. . . Ironwood, Mich. 
Roddis Lbr. & Veneer Co., Ltd. . . Sault Ste. Marie, Ontario, Can. 
Compl. stk. N. Hdwds., Hemlock, W. Pine. Cedar Prod., Maple 
Birch, Flg. Hdwd. Ven‘r'd Doors. Plywd. Mod. Dry Kiln facil. 


*Member Northern Hemlock & Hardwood Mfrs. Assn. 





Goodman, Wis. 
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HILL- BEHAN LUMBER co. 


STORE MANAGERS in each of the Hill-Behan yards were 
featured in cartoon photographs in advance newspaper 
display advertising. Many customers asked for the man- 
ager by name. ‘ 





tion with a paint supplier. At times the line of 
women waiting for a free vase extended half way 
around the store. Women customers also re- 
ceived a free rose. The men received yard sticks. 
One Hill-Behan store was crowded despite the 
fact that it rained all day. 

The “Red Tag” prices doubtless attracted some 
customers. Yard managers reported that some 
people were disappointed when they returned 
a day or two later and found that the “Red 
Tag” prices were no longer in effect—another 
bit of evidence that the promotion event hit the 

mark. 
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BROADSIDES were hand-delivered in the neighborhood to 
announce the souvenirs and bargains available on Friday 
and Saturday. 





Zoe COMPANY 


500 East 10th’ St. 





Double-End 
TRIMMING 


Ponderosa Pine, the finest of softwoods, 
is double-end trimmed to your exact 
specifications at our modern El Paso 
plant. Pictured here is an Irvington 
double-end trimmer in operation. By 
pulling different cords, the operator 
drops a circular saw to trim each indi- 
vidual board into its proper length. 


This type of equipment helps 
bring you the finest finished 
lumber products guaranteed to 


meet your requirements. 


Write for free 16 page pictorial 
booklet showing highlights of 
Madera's operations in the man- 


Fl Paso, Texas 


ufacture of Ponderosa Pine. 











PROMOTION PROGRAMS THAT PAY OFF 


How to Secure New Customers at Small Cost 


Steps to take to make sure your prospects get the right literature at thei 
right time — plus additional steps to turn these leads into profitable sales. 


By MARTHA NOWELS 


Nowels Lumber and Coal Company, 
Rochester, Mich. 


PART VI 


Do you need new customers? 
Would you like to secure profit- 
able new business at modest 
cost? 

Let your manufacturers’ lit- 
erature do this for you. After 
all, these pamphlets, brochures 
and stuffers are just so many 
little salesmen who are eagerly 
awaiting the chance to tell 
someone how to make his home 
more comfortable and charm- 
ing. Add them to your sales 
staff. Delivered to homeowners 
at small cost, they can do a real 
job of digging out potential 
customers for you. 

Here’s how you can make 
these salesmen (your manufac- 
turers’ literature) canvass 
homeowners in your vicinity to 
bring in new business at small 
cost. 

Gather ample supplies of im- 
printed stuffers, brochures and 
pamphlets on all of the prod- 
ucts which you handle. Collect 
about 25 to 30 of the stuffers, 
together with three to five of 
the manufacturers’ larger bro- 
chures, and place them in a 
manila envelope. 


Advantage of “small packages” 


Because it gives the home- 
owner a series of “small pack- 
ages” to open, manufacturers’ 
literature is better suited for 
house-to-house distribution than 
one large book on building and 
remodeling. Each pamphlet 
headlines a basic appeal or ex- 
cites curiosity which encour- 
ages the homeowner to read it. 

“The way to a man’s heart” 
... “It’s an open question”... 
“Your roof should be more 
than just protection” ... they 
say. Colorfully and graphically 
illustrated, these pamphlets do 
a complete selling job on the 
product. In spite of their low 
cost, they are probably much 
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more effective than one large 
book on building and remodel- 
ing would be. 

Be sure to include in the en- 
velope seasonable literature on 
every phase of building and re- 
modeling. You don’t know the 
needs of every homeowner you 
will canvass. He may be in- 
terested in a new roof, a built- 
in china closet, front porch— 
almost anything. Your product 
literature will tell him the ben- 
efits and pleasure he will de- 
rive from any of these improve- 
ments. 

However, you must get your 
own sales story across, too. You 
must tell him that you will 
guide him every step of the 
way through his building or re- 
modeling project ... that you 
will make it easy and enjoy- 
able for him. This (illustrated) 
message is multilithed on the 
front of the manila folder in 
which the booklets are placed. 
It also gives a curiosity-provok- 
ing headline to encourage the 
reader to open the envelope, 
look inside, and read the book- 
lets. Your sales story features 
two sample improvements with 
their low monthly cost . . 
proving that such improve- 
ments are within the financial 
reach of almost every home- 
owner. 


Enclose Reply Card 

Be sure to insert in the en- 
velope a business reply card, 
similar to that illustrated. You 
must give the homeowner a 
chance to get more informa- 
tion about the improvement he 
contemplates. The Wood Con- 
version Company has a series 
of effective double postcards 
selling Tufflex, Nu-Wood, and 
Balsam-Wool. These can _ be 
imprinted with your name and 
address, so that the prospect 
will detach and mail them to 
you if he is interested in these 
products. 

You should also include an- 
other business reply card, ask- 


ing the prospect to sign and 
mail it if he would like a mem. 


ber of your Advisory Depart- ; 
ment to call on him. The moreiege 


opportunities you give the 
homeowner to respond, the 
more likely he is to do so! 
You can hire school boys to 
distribute these envelopes 
house-to-house very econom- 
ically. Have them ring the 
doorbell and say to whomever 
answers, “Here are some free 


ideas on building and remodel- 


ing from the Nowels Lumber 
& Coal Company.” If no one 
is at home, have them openfi 
the screen and place the en-@ 
velope between it and the door. 
Never, under any circum 
stances, should the envelope be 
slung haphazardly on the front 
porch. The more care that is 
exercised in its presentation to 
the homeowner, the more he 
will prize it. 
Timing the Delivery 

Timing the distribution of 


all-important. 

records will be invaluable in 
choosing the proper date In 
your own locality. Early in the 
spring is usually the best time. 
If you are aiming for the home 
owners who do their own work, 
you should distribute these 
about two ovr three weeks be 
fore Memorial Day or them 
Fourth of July. The average 
homeowner does much of Lis 
repairing and remodeling dur 
ing these summer holidays 
The two or three weeks a!low' 
time for the ideas to germinate 
and for the purchase o* the 
needed materials before start 
ing the job. 


should be your choice. 

large canned goods manufat 
turer reports that more pot 
and beans are sold that weéi 
end than any other. He aitril 
utes these large sales to pit 
nickers opening up the lak 
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IF YOU are not now sell- NO WONDER BUYERS PREFER 


ing Shakertown Sidewalls, 


it will pay you to invesi- fi SHAKERTOWN SIDEWALLS! 


gate the advantages of 
th naturally beautiful More and more architects, builders and homeowners pre- 
send Y fer Shakertown Sidewalls, the No. 1 certigrade cedar 


naturally better cedar shingles. There are three important reasons why: 


shakes and shingles. 


(1). Natural wood beauty lends an air of distinction to” 
Write the address below. homes of every style, in every price range. 


(2). Double coursing means higher dollar value in extra 
insulation and protection, with less cost per year of 
' cS" . service. 
: a 
— m BERTON N (3). Variety of treatment is unequalled in any other ma- 
———s ~~) terial. For new home construction or for restyling old 
— ra homes, Shakertown Sidewalls are quickly applied 
SIDEWALLS with assured results regardless of weather conditions. 


Shingles 


iw PJERMA 
RODUCTS lompun V 


7001 MORGAN AVENUE CLEVELAND 274070 
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IDEAS ON REMODELING ... 
IDEAS ON BUILDING .. . 


Ideas for More Comfort and Convenience 
in Your Home at Modest Cost 
Ideas especially for you from the 
NOWELS LUMBER & COAL CO. 
412 Water Street 
Rochester, Michigan 
Phone: OLive 2-9431 
The enclosed books are alive with ideas that cost so 
little; add so much. For instance, for only $5.00 a month 
for 30 months you can turn that wasted attic space into 
an attractive guest or rumpus room. Just $5.00 a month 
for a year insulates the ceiling of the average 5-room 
house, and gives you year ’round comfort. 
OUR ONE-STOP SERVICE MAKES BUILDING AND 
REMODELING EASY, ENJOYABLE, EFFORTLESS 
Here’s how we can help you: 
Aid you in working out your plan—supply additional 
information 
Give free estimates on any improvement you may 
desire 
Find a financing plan to fit your budget 
Arrange for a competent carpenter, or give you suffi- 
cient information so you can build it yourself 
Give you prompt deliveries of dependable materials 
Why not start today to take advantage of our 20 years 
of building experience? Just call us at OLive 2-9431, or 
stop in at 412 Water Street, and let’s talk over your 
building project. 
Sincerely yours, 
NOWELL S 
Lumber & Coal Co. 

P.S. For any repairs about your house (sagging stairs, 
loose garage doors, leaky roof, cracked ceilings, 
etc.), just dial OLive 2-9431, and we’ll locate a 
competent carpenter for you. 





THIS LETTER TO MANUFACTURERS pulled 67.5% re- 
sponse. This letter can be rewritten to order manufactur- 
ers’ literature. 





PLEASE GIVE ME FULL INFORMATION ABOUT THE ITEMS CHECKED BELOW 
(10 A New Home 0 Extra Bedroom 
(0 Modernized Exterior with [) Extra Bathroom 

Asbestos Shingles, Brick [) Rooms in Attic 


Extra Closets (cedar) 
New Windows 

0 New Doors 

] Windaw Screens 

(0 New Front Entrance Attic Playroom or Den ] Shutters 

(] Overhead Garage Door [) Basement Game Room Fireplace and Mantel 

1 New Roof (0 Basement Workshop CD Floor Repairs 

(1 Combination Doors (0 Modernized Kitchen New Floors 

(0 Storm Sash Decorative Paneling for: [) Fruit Cellar 

(0 Sleeping Porch  —_ __(Type of Room) Fence and Trellis 

(0 Enclosed Porch (0 Ceiling Tile Coal Bin 

0 New Porch (0 Screen Doors (1) Screened Porch 

0) New Garage (0 Breakfast Nook Screen Doors 

0 Garage Lining 0 China Closets ] Summer Cottage 

(1 Insulation [— Kitchen Cupboards 

0 Sun Room [) Book Cases 

ADDRESS 

NAME 

ciTY 


Insulated Siding (C0 Dormers 
0 














BUSINESS REPLY CARD like the one reproduced here 
should be included in your envelopes for the homeowner. 
The more chances you give a homeowner to check a 
needed improvement, the more likely he is to respond. 


cottage for the first time on 


that week end. What an ideal three times 


Results? YES. Each of the 
these envelopes 





YOU'RE IN OUR 
PROMOTIONAL PICTURE... . 


. in a big way. We’re not only hoping for a large 
volume in your products this spring, we’re working for it 
right now. But in order to sell more of your products, 
we need your help. 

Here’s our problem. 

Our men are canvassing every house in our vicinity, 
stimulating new business. After our salesman has talked 
to the homeowner, he leaves an envelope full of pam- 
phlets. Think of it! Your sales literature is delivered 
right into the prospect’s hands! 

If the prospect showed an interest in your products 
during the interview, we send another of your booklets, 
along with a personal letter thanking them for their 
courtesy, and urging them to start their building project 
right now. 

We’re promoting your products in other ways, too. 
Our monthly direct mail piece, which is read by more 
than 15,000 each month, always contains this coupon. 
You’re in the picture right here .. 


Just Cut Out and Mail Back To Us. 


PLEASE GIVE ME FREE INFORMATION ABOUT THE 
ITEMS CHECKED BELOW 


A New Home [] Basement Game Room 


Modernized Exterior with [) Basement Workshop 


Asbestos Shingles, Brick — Modernized Kitchen 
Insulated Sinding 
Decorative Paneling for: 


oO —(Type of Room) 
[) Ceiling Tile 

[) Kitchen Cupboards 

[1] New Windows 


[]) New Doors 
[] New Floors 
Rooms in Attic oO 


Overhead Garage Door 
New roof 

Enclosed Porch 

New Garage 
Insulation 

Extra Bedroom 





Nnoooododg 


Each person who mails in a coupon receives a personal 
letter with the literature requested. Other letters follow 
at 2 week intervals, and finally a salesman makes a call. 

How can you help us increase our volume in your prod- 
ucts? By rushing us pamphlets, books, brochures. We 
will need over 1,000 in all, but we will appreciate any- 
thing you can send us quickly. 

Sincerely yours, 


NOWELS 
Lumber & Coal Co. 
412 Water Street 
Rochester, Mich 
P.S. We have other yards at Oxford, Washington, North- 
ville, and are associated with the Lake Orion Lun- 
ber Company, Lake Orion, Michigan. 





— 


IMPRINT THIS MESSAGE on a manila envelope anid fill 
it full of manufacturers’ literature to secure profitable 
remodeling leads. Distribute these idea-packed enve!opes 
door-to-door, then follow up with phone calls to the home 
owners within a few days. 


chased as a result of this pro- 
motional effort mentioned the 


time to greet them with ideas 
on making their cottage more 
attractive and comfortable! 

Delivery boys reported that 
homeowners repeatedly voiced 
their appreciation enthusiasti- 
cally with, “Are we glad to get 
this!” . . . “We'll open it to- 
night after dinner”... or “Just 
what we need.” 
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have been distributed, they 
have produced enough business 
during the following week to 
pay the costs (roughly, about 
$5 a hundred) and show a 
profit. This includes, of course, 
only the business that is di- 
rectly traceable to the envelope. 
Probably only a fraction of the 
persons who came in and pur- 


envelopes. You can keep a more 
careful check on its results if 
you ask each customer, “!low 
did you hear of us?” 

You can increase the results 
of this promotional effort by 
telephoning the homeowner 
two or three days after the 
envelopes have been distributed. 
Have your office girl call, and 


April 21, 1951, AMERICAN LUMBERMAN © 





| fill 
able 
ypes 
yme- 


CILD} VG 


Just one of the Air Force’s huge bombers con- 
tains in frame and engines enough aluminum to 
cover 242 average size farm roofs. Aluminum 
serves best for planes and roofs because it is 
strong, economical and stands up to wind 
and weather. 

Today planes must come first, so the supply of 
Alcoa Aluminum Roofing Sheet is limited. Within 
the limits of government regulation and the avail- 
able supply of aluminum, Alcoa Roofing is still 
being produced and distributed. 


ALUMINUM 


‘There goes enough Aluminum to make 242 Farm Roofs!” 


We are working at top speed to increase pro- 
duction; when all rearmament needs are met, we'll 
speed more Alcoa Roofing to you. 

In the meantime help your customers to get 
full benefit from the Alcoa Roofing you are able 


to supply them. Make sure that you have copies 


of the folders and wall charts for your store that 
show how to put up aluminum roofing for long 
life and lasting satisfaction. Satisfied customers 
mean more sales for you. 

Mail the coupon below for free copies. 


MAIL THIS COUPON TODAY 


ALUMINUM COMPANY OF AMERICA 
2117D Gulf Bidg., Pittsburgh 19, Pa. 


Crimp Roofing Sheet. 


ROOFING SHEET Name 


Propucts MERCHANDISER 


Company_ 
Address _ 





Please send me copies of folders and wall charts 
showing how to apply Alcoa Corrugated and 5-V 













try to make an appointment 
for your Building and Remod- 
eling Advisor, Mr. Jones, to 
give them any further informa- 
tion or advice they may wish. 
Many cities have criss-cross 
telephone directories, or some 
city directories list the tele- 
phone numbers by street num- 
ber, which will make these calls 
simple. 


Know Your Manufacturers’ 
Literature 

You have learned that man- 
ufacturers’ skillfully executed 
literature will increase your 
sales and profits ... by selling 
more of your prospects... by 
selling more to your own cus- 
tomers . . and by securing 
new customers for you. 

To accomplish all this ‘suc- 
cessfully, you must be thor- 
oughly acquainted with manu- 
facturers’ folders. Take a 
minute off now, and get a copy 
of each of the pamphlets you 
have in your store. Compare 
folders of competing products. 
Which has a more appealing 
headline? Which has a more 
attractive layout? Which copy 
holds your interest? Which 


would make you buy the prod- 
uct? These are the booklets, 
stuffers and brochures that 
will do an effective selling job 
for you. If they don’t make 
you want the product, then 
don’t use them. 

Check to see if you have am- 
ple supplies of imprinted liter- 
ature on your display racks. 
Make sure that your salesmen 
are familiar with these folders 
and they know where to find 
them. After all, they can’t use 
these pamphlets convincingly 
in their sales talks if they don’t 
know what they contain or 
where they can be found. Sur- 
plus supplies of literature 
should be kept in clearly- 
labeled, dust-proof drawers. 


Get Started Now 


You don’t have to wait until 
your product salesman’s next 
visit to order sales literature 
for these plans. You can start 
immediately ! 

It’s not necessary to write a 
personalized letter to each of 
your manufacturers. You can 
alter the illustrated letter to 
suit your own situation. We 
mimeographed the letter*, ask- 

















SHINGLES 
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REeoOc SIDING 








BRITISH COLUMBIA 
FOREST PRODUCTS 


DOUGLAS FIR 
PACIFIC COAST HEMLOCK 
WESTERN RED CEDAR 
SITKA SPRUCE 


Specializing in Cross Arms, Cedar and Spruce Siding 
SAWMILL DIVISIONS 


COWICHAN - VICTORIA - VANCOUVER - HAMMOND 
HEAD OFFICE 
VANCOUVER, CANADA 


SALES AGENT: H. R. MACMILLAN EXPORT CO. LTD., VANCOUVER 
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For over 23 years our Company -has spe- 
cialized in the manufacture of Oak Floor- 
Our Ozark Brand Oak Flooring is 
made from selected stock, properly sea- 
soned in Moore Cross-Circulation Kilns. 
Our plant is 
machine work unexcelled. 


Ozark Brand Oak Flooring is expertly 
graded in accordance with NOFMA grad- 
ing rules. 








ing for literature, and sent ; 
to all of our product manufac 
turers. Note that it is no’ eve 
on our own letterhead. Maj 
was addressed simply to th 
company, and not directed 
the attention of the advertis 
ing manager. Yet this letta 
pulled 67.5%! Literature, j 
the needed quantities, arrive 
and was put to work instantly 
This is fitting proof that pe 
ple—and your manufacture 
are people—will respond to a 
appeal that concerns them yi 
tally ... to an eye-catching 
appeal that arrests and hold 
their attention and interest. 
This is the underlying ide 
behind all the profit-makiy 
methods we have _ presented 
They will be successful year 
after-year because human na 
ture never changes. Start using 
these proven sales plans today 
Enjoy an increase in busines 
. and in profits! 
















*As the letter states, our own sales 
man did canvass house-to-house for 
time, leaving an envelope full of manu 
facturers’ literature after they ha 
talked to the homeowner. This experi 
ment, however, flopped. Every sales 
making idea in this series has actuall 
been tested in the field. These idea 
have not only paid for themselves by 
have paid profits. 








































modern throughout and 


Try Ozark Brand 
Oak Flooring 
You'll like it. 


THE an OAK FLOORING CO. 
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BISMARCK, 
MISSOURI 
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eve Good news for Dealers! 


PITTSBURGH’S famous NEOCETA 
BRUSHES not affected BY 





to GOVERNMENT ORDER M-18 
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In the last year, more and more 
dealers have turned to Pittsburgh 
Neoceta Brushes as a source of 
greater sales and extra profit. Today, 
with hogs’ bristle in short supply 
NEOcCETA is even more important 
than ever before. 









DESIGNED FOR BRUSH 
USE EXCLUSIVELY 


NEocETA was developed by Pitts- 
burgh’s Brush Division for use in 
brushes alone. The scientifically de- 
signed strands have the same taper, 
the same carrying power and same 
durability as natural bristle. Nero- 
CETA brushes are soft and pliable 
and easy to use. 









LOW COST ASSURES QUICK 
SALES, FAST TURNOVER 


Your customers appreciate the fact 
that Neoceta Brushes cost one-third 
the usual price. They like the Life- 
Saver jacket which protects every 
brush. And you'll like the easy-to-sell 
assortments which include va variety 
of types with wide consumer appeal. 











PITTSBURGH 


Oe 
BRUSHES 









{AN GRUILDING Propucts MERCHANDISER 





° PAINTS 


PITTSBURGH PLATE GLASS COMPANY 


Here 1s the story: 


Government Order M-18 limits the sale of 
brushes containing any hogs’ bristle longer than 
254” to customers who can furnish a D.O. 97 
rating or better. This is no problem for painters 
and industry ... but what about homeown- 
ers and other customers of yours who cannot 
supply a rating? 


DEALERS AND HOMEOWNERS PROTECTED 


The answer is Pittsburgh Netoceta Brushes. 
They require no D.O. rating of any kind and 
ample stocks are available in all Pittsburgh 
Warehouses and Branches throughout the coun- 
try. By ordering pure Neoceta Brushes now, 
you can protect your customers and increase 
your sales. Mail the valuable Preferred Serv- 
ice coupon below for full details. 


VALUABLE PREFERRED SERVICE COUPON 


PITTSBURGH PLATE G Lass Co., Brush Div., 
Dept. D-3, 3221 Frederick Ave., Baltimore 29, Md. 


Gentlemen: I want to make sure of a source of 
NEOCETA Brushes. Please send a Pittsburgh Repre- 
sentative to call as soon as possible. I understand 
there is no obligation. 











Company 
Address 
City _— Zone__ State 
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Lumber Dealers are Improving 


SCORES OF URBAN HOMES 
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utheir Profit Picture with the 
4-SQUARE 
BUILDING SERVICES 


[AN 4 


Daerasans using the 4-Square Building 
Services report them to be increasingly 
helpful as successful selling tools. 

The continuous addition of modern 
home and farm building designs . . . the 
years of national advertising directing the 
attention of building prospects to dealers 
who have the Services . . . the printed pro- 
motional literature for dealers’ use locally, 
have resulted in strengthening the selling 


position of retail lumber dealers in the 


home and farm building markets. 

The value delivered is outstanding ... for 
every building in the Services carries with 
it the design services of professional men 
... the experiences of architect and engi- 
neer or farm building expert. 

The broad scope of top-flight professional 
designing and engineering talents available 


Weyerha 


through 4-Square Building Services results 
in good looking, practical structures in 
which lumber and other building materials 
are correctly specified for sound, durable, 
economical construction. 

The result is greater home and farm 
building values for the money. The lumber 
dealer who features and promotes those 
values enjoys distinct selling advantages in 
the home and farm field. 

The interest in the modern buildings 
included in the 4-Square Building Services 
is constantly increasing . . . as reflected by 
inquiries from readers of our consumer 
advertising and by the constantly growing 
requests for blueprints from lumber dealers 
who feature the Services in their trade areas. 
If interested, speak to your Weyerhaeuser 
representative, or write us. 


> y. & 


4-SQUARE LUMBER 


WEYERHAEUSER SALES COMPANY 





¢ SAINT PAUL 1, MINNESOTA 
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Dae 
VILDING Propucts MERCHANDISER 


NATIONALLY ADVERTISED 
TO HOME PROSPECTS, 
FARMERS AND CONTRACTORS 


@ Through advertising in the leading national 
home and farm magazines, state farm papers 
and contractor journals, Weyerhaeuser tells 
the story of the 4-Square Building Services... 
tells prospects that scores of designs are 
available for study at the yards of dealers 
using the Services ... and that blueprints are 
available only through retail lumber dealers. 




























Fashioned 
Now? 


The Administration has long and loudly pro- 
claimed that the hdusing business is old-fashioned 
and technologically backwards. 


We didn't know how to build houses efficient- 
ly, they said. Therefore, they underwrote the 
million dollar fiasco for Lustron prefabs and em- 
barked on a fantastic program of public housing. 


Now it's a different story. We are building too 
many houses, they say. Cut credit! Chop off 
mortgage periods. In other words, the edminis- 
tration is pushing us back to the horse-and-buggy 
days and making it almost impossible for the 
working man to own his own home. 


munition. 


We are ready to produce goods and more 
goods whenever the President calls on us. In the 
meantime, we'd like to build houses. 


We fully realize that the National Defense 
cHort comes first. We age willing to make any 
sacrifices necessary and will pitch in whole-heart- 


ediy. Can you blame us? 


E. DYKSTRA & SON 





BUILDERS 


*‘Modern Homes for Modern People” 


Office: 2312 Division Avenue, South 


Members Grand Rapids Home Buslders Association 


However, we are not willing to let the public 
get the notion that tomorrow's housing shortage 
comes from our inability to produce, nor are 
we going to let the proponents of public housing { 
use this as an excuse for further inroads into 
private business. ( 

Builders of Grand Rapids have set an all-time ) 
record this year for low-cost, high-quality hous- 
ing. We believe adequate housing for the work- ( 
ing man is as important as guns, ships, and am- 























payments. 












consumer. 













place to be spent. 





Phone 3-3139 { 


) 





705 28th Street, SE. 
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STOCK ILLUSTRATIONS were used as eye-catchers. 
Many of the ads included interesting anecdotes in the 


copy. 


ae ~—— 


The Administration seems to have 
@ curious theory that house-building 
somehow creates inflation. They've 
cut back credit conditions so that the 
buyer is forced to make larger down- 


The theory of this latest Jack-in-the- 
Box seems to be that to restrict build- 
ing will cause rentals and housing to 
stay on an even keel. This theory 
hardly makes sense when you con- 
sider the effect on the average 


The man with cash in his pocket 
wants to spend it on something. In 
the last war we saw how inflation was 
pushed upward by war-wages with no 


HOLWERDA-HUIZINGA CO. 


PLUMBING AND HEATING CONTRACTORS 





Does House 
Building 
Cause Inflation ? 































To invest in a home is the soundest 
spending a nation can have. Moncey 
that goes to pay off @ mortgage is 
money that will not be spent on triv- 
ial consumer's goods. 


We, in the housing industry, be- 
lieve that home-ownership is one of 
the soundest ways to combat infla- 
tion. We believe that to be strong 
militarily, we must be strong on the 
domestic front. 


We call this to the public's atten- 
tion, because we feel that the pres- 
ent credit-restrictions on housing are 
a prelude to a new housing shortage. 
Let's put the brakes on before we get 
in over our heads. 










Phone 5-9251 














Campaign Against Public Housing 


Michigan dealer secures cooperation of com- 
petitors in series of 12 ads attacking socialistic trends 


in government. 


A cooperative advertising 
program against public hous- 
ing has been carried out with 
great success at Grand Rapids, 
Mich., under the direction of 
John R. Stiles, president of 
Stiles, Inc., lumber and build- 
ing materials dealer in that 
city. 

Some of Stiles’ keenest com- 
petitors together with builders, 
wholesale suppliers and plumb- 
ing and heating contractors 
paid for this series of 12 week- 
ly newspaper ads, all of which 
were written by Mr. Stiles. 
Each ad occupied a space 10 
inches by 8 inches. 

“I promoted this series sim- 
ply by writing the articles and 
asking one of our local news- 
papers to assign a salesman to 
the job of contacting dealers 
in the trade,” said Mr. Stiles. 


40 


“Some of our most intense com- 
petitors saw fit to cooperate 
100%, and, in my opinion, it isa 
praiseworthy example of coop- 
eration in the industry. 

“My favorite editorial in the 
group is the one entitled, “Tie 
the horse up—then whip him.” 
My wife made the suggestion 
and it seems to me she hit the 
nail on the head. I have sent 
copies of this series to all the 
members of the Senate and 
House Banking and Currency 
Committees. 

“I feel that it is extremely 
urgent that we take steps to let 
the government know that pri- 
vate industry is capable of cop- 
ing with the defense housing 
problem as it develops. There 
is positively no justification for 
us to be ham-strung while the 
public housing advocates are 
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THIS AD was among those underwritten by another ol 
Grand Rapids building supply houses. 












making hay, now, or in the {u- 
ture of the National Emergency 
period.” 

All of the ads are dramatized 
by illustrations and _ catchy 
headlines and frequently an 
anecdote as in the ad _ headed 
“Let’s Not Beat a Retreat!” 

“There’s an old story about 
Napoleon and a drummer boy, 
states the ad. “When the bat- 
tle was going tough, Napoleon 
called to the young soldier and 
said, ‘Drummer boy—beai a It- 
treat.’ The drummer boy Ie 
plied, ‘Sir, I was with you al 
Marengo; I was with you II 
Egypt, but you never taught me 
to beat a retreat! But [ ca 
beat a charge that will make 
the dead fall in line.’ 


“Napoleon looked at the boy, 
smiled, and said, ‘Then beat 
that charge!’ The drummer boy 
started the drums a-rolling and 
they won the battle. 


“It is our opinion that we 
can’t win the great battle 
against Communism by beating 
retreats. 

Let’s take a lesson from tht 
drummer-boy and go forwar‘. 
Let’s keep the housing indust!! 
alive.” 
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0DDS-AND-ENDS of materials were used in the construc- CORNER OF THE SHED featuring unpainted furniture. 


tion of the bargain shed which is spotlighted at night. Handbills and newspaper ads are building traffic for this 
department. 
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~ [Bargain Shed Means Plus Saies vor ‘Theitty Bargains Visit The 


“BARGAIN SHED” 


Special department helps Providence, R. I. 
saad dealer keep down inventory of slow-moving items; 
ency | Customers like it. 
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“We were tired of seeing odds Materials for the shed had 
and ends scattered over the been lying around the yard for 
yard,” explained F. D. McKen- some time. The door, for in- 
bout dall, Jr., “and we finally de- stance, was one that had for- 
wy f_cided to do something about it.” merly been used for an interior 
"hei. The result is the bargain shed display; the windows were out- 
B which the F. D. McKendall _ sized and out of style. Inside 
Lumber Company, Providence, walls were constructed of bevel 
R. I. opened last September. In siding, roofer grade N. C. pine enn L 
its 1,150 square feet, the shed left over from the war years. SEE THESE VALUES TODAY 
stocks many different items Yard labor was used except for McKENDALL’'S 
that the company is willing to the sign and electrical work. 
move out at reduced prices: Because the shed was built as 
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735 ELMWOOD AVE. PROV. 














it me . : : : , : 
can .Discontinued lines and colors a spare time project, it took 
aah of paint; slightly irregular six months to complete and SAMPLE AD featuring the bargain 


kitchen cabinets; assorted cost $800. shed. It runs in the Providence Sun- 
hardware articles; unpainted To eliminate the need for  ‘#Y Journal. 


| — furniture and a variety of items tying up a sales person, the 
» bor ~, as waxes, polishes, weed shed is kept locked until a cus- 1 It centralizes odd and ir- 
; onl illers, ete. tomer summons a salesman by regular lots and makes for bet- 


In his frequent trips around means of a buzzer. Handbills ee j 
. the yard, McKendall noticed and newspaper ads in the Provi- = a een 1 
t We that no real attempt was be- dence Journal are used to ad- ) It ma “t ae 
vattle@ ing made to sell the odds and __ vertise the bargain shed. Radio aaa a 1 7 oe 
atin ends which were tying up space spots are scheduled for this © C@nec oul. 

and capital. And these items spring. A spot light illuminates 3) It helps build traffic for 

n . Were so scattered that he really the bargain shed sign until regular items. 
wal Wasn't able to keep close track 11:30 p.m. every night. 4) It means sales to custom- 
ust! of them. That’s why he built The benefits of the bargain ers who will not pay regular 
the bargain shed. shed, says McKendall, are: prices for standard items. 


dy, 
BulLbinG Propucts MERCHANDISER 4| 
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HERE iS THE $15 SIGN that brought in over $100.000 of new business in 100 


(lavs. 


Sign Sells Over $100,000 Worth 
of Business in 100 Days 


Virginia merchandiser tells his fellow dealers 


how to control home sales. 


The tremendous selling 
power of billboards and signs 
that tell a story is emphasized 
in the brief case history of one 
sign and what it did for the 
W. B. English Lumber Co., Al- 
tavista, Va. 

The sign which is shown in 
the picture with this article, 
cost $15. The sign is credited 
by E. R. English, president, 
with producing over siesta 000 in 





sales in 100 days. 

These sales consisted of seven 
houses sold on the English com- 
pany’s lots at an average of 
$6,992 for a total of $48,944. 
The sign also sold eight houses 
on lots owned by the purchas- 
ers for a total of $56,760. This 
a grand total of $105,704. 

The sign posted in the com- 
pany’s display room window of- 
fers three-bedroom garden-type 


homes to GIs for only $595 
down and $388.90 per month, 
which includes taxes and fire ip. 
surance. For non-veterans the 
sign advertised the same house 
at $1,400 down. 


Explaining the success of the 
sign in his talk before the re. 
cent convention of Virviniy 
Building Material Dealers, 
English said: 


“We have made it just as 
easy for a customer to buy a 
house as it is to buy a car or 
a television set. We are offering 
the purchaser the services of a 
real estate agent, builder, archi- 
tect and banker. I think this 
method of selling our product 
is as far ahead of the old meth- 
ods as the Ford with the Ford- 
amatic Drive is ahead of the 
Model T. 

“We build our own houses, 
not only with our own crews, 
but at times sub the labor to 
some of our best. builder cus- 
tomers. They seem to welcome 
this idea and do not object to 
our controlling the sales as we 
do, as it secures additional 
business for them as well as for 
us. 

“I like to think I am doing 
a good job of selling our best 
product—homes, not just brick, 
2x4s and shingles. It is easy 
to develop sales appeal in the 
home for the little lady. By 
selling homes you can control 
the sale. No contractor tells 
you what he is going to pay yol 
for your materials.” 

The W. B. English Lumber 
Co. operates two retail building 
material yards. In 1938 Eng- 
lish and his brother organized 
the English Construction Con- 
pany, Inc. Last year these con- 
panies enjoyed a total volume 
exceeding $6,000,000. 
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PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 


—* 


CALIFORNIA 
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FOR SHEATHING, 


ROOF-DECKING, | 
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Douglas Fir Plywood 







































A new improved plywood panel, from the mills of Georgia-Pacific GPX Plasticfaced Plywood 

. Southern Plywood that is manufactured on hot plate presses G-P Crownply Hardwood Plywood 
which assure uniformity of quality..A special process relieves G-P Plysheet Southern Plywood 
internal stresses and provides a panel of unsurpassed stability. Giant-sized Scarfed Panels 

G-P Plysheet will help you nail down more orders because it’s Il aid Medweed Geese 
not only hard and rigid, but tough . . . takes nails to the very edge. Caprese and Radweed Lauer 





You'll help customers hammer down costs on sheathing, roof- 
decking, sub-flooring, and general utility work with G-P Plysheet. 

Available in direct cars, or from your Georgia-Pacific Whole- 
sale Warehouse. All standard sizes up to 4 ft. x 8 ft. 

G-P Plysheet, another example of Georgia-Pacific’s “new anette tinasaiacunl 
dimension,” is just one more reason for doing business with the 
company that can supply all your plywood, lumber and door needs 
... everything from a single source. 





Western Fir and Pine Lumber 





Southern Pine Lumber 






Western and Southern Mouldings 






Residential and Factory Flooring 





Treated Lumber and Timbers 
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GEORGIA — PACIFIC 
PLYWOOOD COMPANY 


602 North Capitol Way, Olympia, Washington 


Offices or warehouses in Augusta * Birmingham + Boston + Chicago +» Columbia 
Louisville » Memphis + Nashville * Newark + Olympia + Philadelphia 
Pittsburgh + Portland + Raleigh + Richmond + Savannah 
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projects for customers coming 
to their yards. 

“In making preparations for 
the Cost and Estimating 
School,” Mr. Taylor said, “we 
anticipated enrollment of per. 
haps ten or twelve men. How. 
ever, 20 men were on hand for 
the first class, applications were 
still coming in and we were 
compelled to stop enrollment at 
46,” he said. | 

The full course includes in-§ och | 
struction on blueprint reading, & aver 1 
figuring, cost-finding and esti- Thi. 
mating. defeat 
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Louisiana association officers for 1951 include from left to right: J. M. Myatt, 
lst vice-president; George E. Knoop, treasurer; (seated) Ruford H. Smith. 
president; R. Needham Ball, Executive vice-president; and George Becker, 2nd 
vice-president. 


New Orleans, second vice-presi- 
dent; George E. Knoop, New 
Orleans, treasurer R. Needham 
Ball, Baton Rouge, executive 
vice-president, and Mrs. Kath- 
erine F. Ball, Baton Rouge, sec- q ‘ 
retary. 7s = 

The association elected the : ae a.°°° 
following to three-year terms _ Th 
on the board of directors: deale: 

D. L. Patrick, Bossier City, reach 
northwest district, Vernon Mc- if an 
Coy and A. Lee Hodges, both There 
of Monroe, northeast district; whicl 
Andrew Broussard, Abbeville, deale 
southwest district; R. J. Mes- . but n 
t , New ‘2 ‘ ; Th 
district, ok ae "Seok — > aw a Som 
Thibodaux, central district. 


NRLDA Committees 


Louisiana Meet 


Louisiana Building Materials 
Dealers association held a high- 
ly successful annual meeting at 
New Orleans on March 14 and 
15. 

The business sessions were 
designed to help members do 
business efficiently under de- 
fense restrictions. 

A high light Wednesday was 
the election of Ruford H. Smith, 
Lafayette, as president of the 
association. He succeeds 
Thomas H. Harrel, Winnfield. 

Other officers elected include 
J. M. Myatt, Baton Rouge, first 
vice-president; George Becker, os 
colun 


neces 

Clyde A. Fulton has an Bi 
nounced the following commit- 7 
tee appointments for 1951. “def 


Executive: Clyde A. Fulton, ist 
Charlotte, Michigan—Chair- § ,‘) 
man; E. Donald Sterner, Bel § 
mar, N. J.; H. J. Munnerlyn. a 
Bennettsville, S. C.; Ward 
Briggs, Fargo, North Dakota; 
Lynn Boyd, Pampa, Texas; J 
W. Copeland, Portland, Ore.; 
W. P. Harley, Albuquerque, 
N. M.; George Adams, Walnut & 4, 
Grove, Calif.; R. A. Schaub, 

_ Whiting, Indiana; C. W. Gam- 
ble, Boise, Idaho; Fred R. Stall, 





Dealer Sponsored Estimating School Well Received 


Overwhelming response to 
the first Cost and Estimating 
School for lumbermen in the 
Houston area offered by Hous- 
‘ ton Retail Lumber Dealers As- 
sociation, makes the possibility 
of annual sessions likely, it was 
reported by Ed W. Taylor, pres- 
ident of the industry group. 
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Association officials were 
prompted to offer the special- 
ized course in cost-finding for 
its membership because of a 
very definite need. Sales can be 
increased, they maintain, if the 
retail lumberman is able to 
make quick and accurate costs 
of proposed small building 


. F c. 
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Knoxville, Tenn.; C. B. Sweet, 
Longview, Wash. 

Budget: W. W. Anderson 
Ogden, Utah— Chairman; B. 
Needham Ball, Baton Rouge, 


La.; J. H. Kirk, Santa Maria, 
Winfield B. Oldham, 
Dallas, Tex.; W. A. Barksdale, 


Calif. ; 
Charlottesville, Va. 





YOUR PROFIT-MAKING FORUM 


Watch out for this! 


It’s not outward conditions like curbs and shortages 
that keep people from acting. Even in the worst times, 
there are plenty of home repair jobs they can still 


“Hf undertake. The thing that paralyzes people into inac- 


tion is their emotional response to discouraging condi- 
tions. The more inflated the cost of daily necessities— 
like bacon, soap, shirts and sheets—the more unattain- 
able the big things seem, like insulation, painting and 
new roofing. So unattainable that many people still 
ay, “I wish I could redecorate.”—but no longer take 
such desires seriously; give up completely without 
even bothering to get the facts! 

This growing sense of personal defeat can seriously 
defeat your best efforts in the days ahead unless you 
consciously recognize it—take very enanees action to 
overcome it now. 

It takes a steady chain of encouraging signs to cancel 
out a sense of defeat—re-kindle hopes—make the un- 
attainable seem vividly real and attainable again. 
Three questions immediately come up: “Who is going 
to provide such signs if you don’t?” “How can they 
be made to reach the greatest number of people?” And, 
“How can they be provided at low cost?” 


. how to change public reaction 


The answer to the first question is obvious. If the 
dealer doesn’t care enough about his customers to 
reach out to them and tell his own story, it’s doubtful 
if anyone else will. Especially from his viewpoint! 
There are many business-crippling factors today over 
which dealers have no control. But one thing every 
dealer can do is shape public opinion. Not only can, 
but must if he wants to continue operating at a profit. 

The ideal place to encourage and reassure people is 
where so many of their impressions are formed and 
so much of their discouragement originates—in the 
columns of your local newspaper. Costly space isn’t 
necessary to do the job. But the kind of advertising 
you run and the frequency with which you run it is 
important. 

The more people become frozen into inaction by 
“defeatist” feeling and thinking, the more essential it 
is to run week-in, week-out advertising that bends over 
backwards to encourage them not to give up their 
hopes of a better home; not to jump to conclusions 
from the things they hear and read; not to take it 
for granted they can’t afford to modernize or build 
“64 they get the complete facts from your experts 

Fst. 

Many dealers have tried to build up their yards 
as Information Centers in the past, but the important 
thing today is to run the kind of advertising that 
overcomes public discouragement and gets people to 
use your Information Center. The best information 
set-up in the world is of no value unless you overcome 
the psychological barriers that keep people from 
using it, 


.. the smartest tactics 


The two most powerful ways to deal with a sense of 


defeat are: (1) To imply all through your advertising 
———os 


by Norm Advertising, Inc. 
New York, N. Y. 


= 
But.ptnc Propucts MERCHANDISER 





that your readers may be exceptions—the people who 
can still build or be permitted to make such-and-such 
an improvement. (2) To back up all your ads with 
concrete examples that give strong evidence that many 
jobs can and are being done, despite misleading news- 
paper headlines and discouraging radio bulletins. 

As we've said before, the thing no dealer can «‘ford 
to underestimate is the fact that the average prospect 
is not an expert at interpreting general building and 
modernization news; nor is such news reported in a 
way that shows John Jones, Individual, how it applies 
to his individual situation. The inevitable result is 
that most people get misleading impressions—jump to 
the nearest conclusion, usually wrong—and inquire 
no further. 

The only way to prevent large numbers of people 
from gaining discouraging impressions is by paid 
newspaper advertising that tells your story as you 
want it to be told. One encouraging newspaper ad 
a week can do a tremendous job of stamping out 
erroneous conclusions and adverse impressions gained 
from other sources. Because everyone knows that no 
reputable company can afford to sign its name to un- 
true statements. 

If the Local Lumber Company says, “132 Darien 
families are now re-siding.”’ people believe that adver- 
tising in spite of the fact that they may have read 
siding is growing shorter, in the news columns of 
that same paper. When a local company gives positive 
evidence that it is handling re-siding or building, 
people pay no attention to adverse news from other 
sources. Here’s what they want—here’s a company 
delivering—so who cares about news to the contrary? 
The answer is they don’t. 


...Mmajor this appeal 


There are dozens of ways to persuade people to 
come in and get accurate information from you instead 
of giving up without bothering to check. One of the 
best is to base many of your ads on this copy theme: 
“You may be one of the exceptions who can still build 
a new home—so don’t give up without checking with 
our experts first. If you are eligible under the new 
regulations they can quickly tell you. There’s no 
charge for this advisory service and it may mean the 
difference between a new home and years of waiting 
to build. We’ll be glad to help you in any way we can.” 

Such copy can be easily adapted to modernization 
ads, might start out, “Don’t jump to the conclusion 
that you can’t afford to have the home improvements 
you want—get the full facts about modernization 
financing today. Our experts are helping many people 
to insulate, remodel, reroof and make many other 
improvements out of present income.” 

Note the difference between copy like this and gen- 
eral news reports. First it talks to the individual 
and shows sympathy and understanding of his indi- 
vidual problem, which straight news stories rarely do. 
Second, it’s a lot more encouraging. Third, it hammers 
home the idea that there are exceptions and your 
readers may be among them, something the average 
news story does not play up. And fourth, this kind 
of copy gives your readers the strongest possible 
incentive for checking further instead of jumping to 
negative conclusions and giving up. 
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Where Merchandising 
Begins 

Merchandising starts with perform- 
ance. Actually good merchandising is 
not possible in its most profitable 
aspects until the lumber yard is func- 
tioning so efficiently it would seem 
that the application of the principles 
of merchandising are scarcely needed. 
When such is the case, more merchan- 
dising power can be applied effec- 
tively. Otherwise it will simply serve 
to magnify the defects. 


.. . Merchandising splurges in- 

dulged in spasmodically or ir- 

regularly usually do little good. 
. often are harmful. 


Salesmanship an Important 
Factor in Merchandising 


“Every time a sale is made in the 
United States of America,” says Mar- 
tin V. Coffey, general sales manager, 
The Phillip Carey Manufacturing 
Company, “whether it is a carpet 
sweeper, or a house, or a square of 
shingles, or a truck, or a toy for the 
youngster, or a new set of bedroom 
furniture for a newly married couple 
—every time a sale is made in Amer- 
ica, then to my way of thinking the 
American way of life, America itself, 
becomes more secure.” 


. The Perpetuation of our 
industrial existence is based on 
intelligent merchandising. 


"Selling Will Keep Us 
Alive" 


“Salesmanship, in my book,” con- 
tinues Mr. Coffey, “is one of the most 
important ingredients that was poured 
into the concrete for the foundation 
upon which this country of ours was 
built. Not only just the man who goes 
out and gets an order but everybody 
in our nation should be imbued with 
that idea—that as long as we sell 
we will live.” 


Our Biggest Job 


The CLINIC subscribes whol e- 
heartedly to the idea that SELLING 
is America’s biggest job .. . selling 
the world on the desirability of our 
precious freedoms and even selling 
ourselves as individuals on the same 
idea. We must be surcharged with 
belief, courage, loyalty, determination 
and a willingness to work that sur- 
passes anything we have heretofore 
experienced. These things are the 
spiritual ingredients that make good 
merchandising programs click whether 
they are applied to our way of life 
or to the operation of a lumber yard. 
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. . First things must always 
come first. No superstructure 
can ever endure without a strong 
foundation. 


The Ashes of Inconsistency 


If we are to denounce subsidies as 
they apply to others, we must re- 
nounce them as they affect our own 
industry and our own businesses. If 
we are not willing to do for ourselves 
what we are demanding of others, our 
flagrant inconsistencies will be our 
undoing. 


... We ean’t merchandise, or 
sell, or do anything else suc- 
cessfully until we adopt the 
proper course and follow it re- 
ligiously. 


Top Rating for Wenzlick 


There were many thought-provok- 
ing statements made by the speakers 
at this year’s Convention. Here is an 
observation by Roy Wenzlick that de- 
serves a conspicuous, permanent place 
in your daily thoughts. If you have 
heard Mr. Wenzlick say it, or if you 
have read it before, it’s worth re- 
reading and remembering, for in it 
the need for consistency is stated 
in well chosen words: 

“Chambers of commerce, decrying 
government subsidies, send delega- 
tions of their members to Washing- 
ton to be sure that their communities 
will share in the loot. Builders, who 
object to the subsidizing of govern- 
ment slum clearance projects, object 
when they are informed that the gov- 
ernment will no longer insure un- 
sound loans for housing. Union lead- 
ers insist on higher wages for labor 
but lower rents for buildings which, 
in many cases, are still substantially 
at pre-war levels. Farmers, once a 
stronghold of rugged individualism, 
supinely accept allotments and mar- 
keting controls if they, too, can share 
in the wealth borrowed from the 
future ... 

“T hope that all Americans who 
have earned positions of leadership 
in their own communities will put 
temporary self-interest aside, and will 
fight with renewed determination for 
a sound economy. God forbid that 
this generation go down in history as 
the one which received the hard-won 
heritage of freedom from its ances- 
tors and failed to pass it on to its 
descendants.” 


. - - In other words perform- 
ance comes first! We must be 
willing as individuals to prac- 
tice what we preach. 





Something Worth Selling 


If we are willing to roll up ow 
sleeves and work as we have never 
worked before to preserve our hard. 
earned freedoms and our industrial 
gains, we surely have something 
worth selling. 

“We are, collectively, salesmen for 
a way of life that is unequalled in 
the history of the world,” to quote 
Mr. Coffey again. “Today this way 
of life is its greatest challenge. Are 
the odds against us unsurmountable? 
Not by a long ways. Not if we con- 
tinue to sell—and I don’t mean just 
going out and getting an order—but 
continue to sell America.” 


Today's Challenge 


At the Northeastern Convention, 
New York, Senator Everett M. Dirk- 
sen, Illinois, put it this way: 

“When we get so busy that we fail 
in the great tradition to fight on every 
occasion for this thing called free- 
dom, and fail to be vocal, then look 
out for its destruction—even as a cul- 
ture was destroyed centuries ago... 
I have every confidence that you are 
going to meet the challenge for this 
generation ... and that this heritage 
will not be permitted to be sullied, 
impaired or tarnished as you hand it 
down to the generation who shall 
come after.” 

Do you know of anything more 
worthy of your best merchandising 
thought and active attention? 


Better Get Set! 


Good merchandising is difficult, if 
not impossible, without competent 
personnel. Wherein lies an _ increas- 
ingly perplexing problem for lumber 
dealers. 

Fortune Magazine believes that an 
acute labor shortage will arrive much 
sooner than most people _ believe— 
even government experts. REASON: 
“Total increased demand for man- 
power (military and industrial) from 
June ’50 to June ’52 amounts to 
8,100,000. This includes 3,200,000 
more men in the armed forces; 00, 
000 more civilian workers for Mili- 
tary establishments; 2,200,000 more 
defense workers to take care of 4 
$35 billion increase in armament pro- 
duction and 1,800,000 additional work- 
ers demanded by the rapid expansion 
of U. S. industrial plants.” 

WHAT TO DO? For every present 
employe eligible for any of these ac- 
tivities there should be an understudy 
learning the job who will not be 
suited directly or indirectly for mill- 
tary service. A toughie? Sure thing! 
That’s why personnel planning and 
training now tops the lists in lumber 
yard “musts.” 
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for Remodeling Showroom 


Using 1 A’ fore) 2) 





Counter front made of a number of species_of plywood, with name 
of each plywood printed on it. — J. H. Patterson, Rockford, Ill. 


Here’s an idea that will make $$$ profits . . . remodel your 
showroom walls with several species of beautifully grained 
plywoods. 2 


Install 4’ x 8’ panels of Walnut, Oak, Mahogany (Philippine 
and African), Fir, Plytex, Birch, Knotty Pine, Prima Vera, 
etc., side by side on your office and showroom walls—you'll 
have an efficient, selling Plywood Display. Then your con- 


ion. tractor, architect and remodeling home owners can see 
irk. what these woods look like. 

A special deal of 10°% discount from our quantity price 
fail will be made by Aetna to lumber dealers on AETNAPLY 
ery plywood used for display purposes in remodeling showrooms. 
ree- Write Aetna today for ideas, details and list of prices of 
ook 30 woods for the ''Variety-Paneled-Showroom.” 
cul- 

AETNA PLYWOOD & VENEER CO. 
his 1732 N. Elston Ave. Chicago 22, Ill. 
this ARmitage 6-7100 Teletype: CG305 
age 
ied, 
1 it 





«! ISTEP Yok: THE LOWEST PRICED 
on PLANER 
THAT’S REALLY PRACTICAL 


For the small shop, mill or lumber yard that desires to keep equip- 
ment costs to the lowest practical minimum, the BUSS No. 208 is 
if Be perfect answer! It will handle everything within its 20" x8" 
ent [_ctpacity with speed and accuracy. It has a heavy cast iron base, 


as- [eectional infeed-roll, sectional 
a thipbreaker, 4 driven rolls, built-in 

tite grinding-jointing attachment, 

fully enclosed motors and many 
an other desirable features. Available 
ach in various feed rates, Write for 
o— Eidetails, 


0, [The BUSS line 


Contains the ideal 








on planer for every pro- 

a duction set-up — 
ro- single and double 
“4 cabinet surfacers in 


Various capacities and 
the No. 55 Double 
surface Roughing 


Planér. Bulletins on 
request 
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;-MIXED CAR SHIPMENTS 


Genuine 

»>Aremeatie> Red Cedar Closet Lining 
Solid White Ash Panelling 
Solid Philippine Mahogany Panelling 
Kiln Dried Yellow Pine Shed Stock 


Solid 
Red Cypress 

Panelling 
%,"" thick, 3'/3, 5!/, 
and 7\/" widths. 
Tongued and groov- 
ed, V-Joint. Double 
ploughed on back to 
prevent cupping. 
Paper wrapped and 
securely taped. 





Our Red Cypress Panelling is attractively 

figured, with plenty of contrast in color. 
| Our customary dependable manufacture. 
Real value panelling. Send today for 
samples. 








| “It’s Quality that Counts” 





| 
| 


That's right! 4’ Bildrite is the first insulating sheathing to 
meet the rigid requirements of F.H.A. for use without corner 
bracing. Now save $25.00 to $50.00 more per house. 


4’ BILDRITE* SHEATHING 





Dowble-Duity : 
® 4 
INSULITE 


Made of Hardy Northern Wood 


INSULITE DIVISION, MINNESOTA AND ONTARIO PAPER COMPANY 
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WHAT’S NEW 








Products... 


SEND FOR THESE: 


A 36-page Gypsum Lath and Plas- 
ter catalog has been issued by Certain- 
teed Products Corporation. The new 
book describes the various gypsum 
lath products and base and finish coat 
plasters which Certain-teed manufac- 
tures, and lists their advantages and 
uses. In addition, it contains a useful 
reference chart listing many of the 
problems met by plasterers on the 
job and their remedies. Basic specifi- 
cations for application of plaster on 
all types of lath and masonry sur- 
faces, a dictionary of plastering 
terms, and a description of the manu- 
facturing of gypsum lath and plaster 
are also included in the new Certain- 
teed book. Write Certain-teed Prod- 
ucts Corporation, Dept. AL, 120 E. 
Lancaster Ave., Ardmore, Pa. 


New Bulletin No. 77 describes the 
Silent Hoist & Crane Co. line of Im- 
proved Heavy-duty Fork Lift Trucks— 
the “Silent Hoist” Fork Liftruk. The 
machine will be displayed at the 4th 
National Materials Handling Exposi- 
tion, Chicago, April 30. For copy of 
Bulletin No. 77 write Silent Hoist & 
Crane Co., Dept. AL, 860 63rd St., 
Brooklyn 20, N. Y. 


The Tri-Saw portable power hack- 
saw is described in a new folder and 
operating manual. Publicized as a 
tool of 1001 uses that cuts most any- 
thing, anywhere, including wood, 
sheet metal, heavy metal, nails, pipe, 
ete., the improved Tri-Saw features 
l-shot lubrication, replaceable high 
speed bearings and a complete line of 
specially engineered blades available 
for every type of cutting. Attached 
to either a 1/4” or 5/16” heavy duty 
drill, Tri-Saw is said to make any 
cutting job quick, easy and econom- 
ical. Outstanding feature of the Tri- 
Saw is its ability to cut directly into 
floors and walls without a starting 
hole. For a copy of folder write 
Tri-Saw Corporation, Dept. AL, 6611 
Clayton Rd., St. Louis 17, Mo. 


“Fiberglas Textured and Perforated 
Acoustical Tile” is a design data sheet 
published by Owens-Corning Fiber- 
glas Corp. The eight-page publication 
includes data on the textured and per- 
forated acoustical products, applica- 
tion methods by adhesive, mechanical 
suspension or clipping on wood fur- 
ring strips and specifications. Write 
Owens-Corning Fiberglas Corp., Dept. 
AL, Toledo 1, Ohio. 


“Fenestra Residence Steel Casement 
Windows” is the title of a new two- 
color folder by Detroit Steel Products 
Company. It describes the new, time- 
saving Fenestra outside-inside metal 
trimmed casement unit which is in- 
stalled and completely trimmed, out- 
side and inside, in minutes. Covered 
also are installation accessories such 
as the Combination Metal Fin and 
Inside Trim, Inside Metal Trim, and 
the Metal Fin. Instructions and 
sketches are included for installing 
the trimmed casement window in 
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. Sales Aids... . Literature 


frame, brick veneer or concrete block 
construction. Specifications and con- 
struction features of Fenestra case- 
ments and a detailed description of 
types and sizes, are also given. For 
copies of folder write Detroit Steel 
Products Co., Dept. AL, 2269 E. Grand 
Blvd., Detroit 11, Mich. 


Various types of open steel flooring 
and armoring are described in catalog 
No. 1103 which discusses the different 
types of Tri-Lok open steel flooring 
and safety treads. The catalog con- 
tains specification data, safe load ta- 
bles, installation methods and other 
pertinent information. Also included 
is descriptive information on Tri-Lok 
Floor Armoring and T-Tri-Lok Floor- 
ing. T-Tri-Lok Flooring, an assembly 
of Tee Bars, when filled with con- 
crete, is used instead of heavy con- 
crete flooring reducing the dead load 
and thus permitting a lighter weight 
superstructure. For copy of catalog 
write Dravo Corporation, Machinery 
Division, National Department AL, 
Fifth and Liberty Avenues, Pitts- 
burgh 22, Pa. 


How To Obtain Beautiful Effects 
is a 20-page booklet showing how in- 
visible hinges made by the Soss Man- 
ufacturing company can be advan- 
tageously used in either old or new 
homes for replacing ordinary ex- 
posed hinges. The booklet presents 
numerous ideas for interior decora- 
tors, designers, architects, builders, 
and home owners in remodeling and 
modernizing various items about the 
home with Soss_ invisible hinges. 
These hinges have no protruding 
parts, thus providing greater eye ap- 
peal and safety features. The booklet 
also tells how these hinges can be 
effectively used to conceal folding 
partitions and secret compartments, 
and to provide burglar-proofing for 
doors and casement windows. Write 
Soss Manufacturing Co., Dept. AL, 
21777 Hoover Road, Detroit 5, Mich. 


To help dealers sell more major 
appliances through promotion plan- 
ning, an omnibus promotion guide 
booklet is being released by the West- 
inghouse Electric Appliance Division. 
The booklet brings together all ma- 
terials supplied by Westinghouse to 
help the dealer tie-in his merchan- 
dising program with the company’s 
national advertising. Appliances cov- 
ered include refrigerators, home freez- 
ers, ranges, laundry equipment, dish- 
washers, water heaters and Waste- 
Away garbage disposers. Attractive 
and versatile product background dis- 
plays for use in windows, spot or 
selling centers are described and illus- 
trated. Individual product displays 
that point out important sales fea- 
tures and dress up selling centers are 
presented as well as wall posters, 
stickers and banners. Selling litera- 
ture designed for use as handout or 
mailing pieces is given including full- 
line folders, cards and booklets. Write 
Dept. AL, -Consumer Service, West- 
— Electric Corp., Mansfield, 

io. 
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Fs on in FLASH 


Fast, Easy Bridging 


Flash Bridge offers a fast and 
easy way to bridge all wooden 
joists. Simply jab Flash Bridge 


into position; give it a thrust with 
a butt of the palm—then, with both 
hands free, drive home the two 
nails in the bottom plate that will 
anchor it firmly and permanently. 
It’s on in a flash and there are ww 
tight jams. Flash Bridge is mate 
of cold rolled steel, rust treated, 
The manufacturer says it is the 
simplest and the cheapest; can be 
bridged as easily with floor laid a 
without. For prices and complete 
information write Flash Bridge 
Co., Dept. AL, Holland, Mich. 

















Deluxe Kitchen Cabinet Units 


A complete line of hardwool 
deluxe kitchen-cabinet units, to be 
sold direct to lumber dealers, has 
been announced by the century-0ld 
I-XL Furniture Company, Goshel, 
Ind. The firm has manufactured 
kitchen cabinets for over 5) yeal’ 
and has recently increased the ¢* 
pacity of its plants. In addition 
expanded facilities of the cabine 
plant, a new sink and counter plat 
provides both Formica and line 
leum tops for the standard ani 
custom-built lines. The company* 
new line is available in whit 
enameled or natural varnish 
birch finish. Birch doors aul 
drawer fronts are also available 0! 
white enameled cabinets. Thett 
are 65 units in each finish. Cabinet! 
bases vary from 15” to 84”; sill 
bases from 42” to 84”; and W 
cabinets from 12” to 72”. The line 
is designed to allow for ordinal 
variation of dimensions in betwet 
these sizes. To prevent the post 
bility of drawers sticking or doo" 
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binding, the line is sealed against 
moisture through the use of a pene- 
trating sealer. The parts are dip- 
saled before assembly to avoid 
warping and checking and to assure 
unvarying dimensions throughout 
ye. The units when shipped are 
ready for consumer installation if 
desired; they are completely 
painted, hardware is installed and 
doors hung. <A_ bulletin § service 
gives installation details. Each unit 
is packed with a  double-paper 
wrapping that covers a_ blanket 
type of shock-absorbing material; 
units are then placed in cartons on 
a skid with a frame around the 
carton. Dealer aids include illus- 
trated brochures, attractive envel- 
ope stuffers, and condensed catalog 
material for the dealer to use with 
his imprint. Scientifically-designed 
layout sheets help the dealer in 
working out his customers’ require- 
ments. Write the I-XL Furniture 
Company, Inc., Dept. 41-A, Goshen, 
Ind. 
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) WHERE YOUR HOME BEGINS 


DEALER 


NAME HERE 


Day and Night Highway Sign 


This can be your sign. And it 
tan work for you both day and 
night. Thousands of lumber and 
building material dealers are mak- 
Ing use of this colorful outdoor ad- 
vertising all over the U. S. A. It 
is the only Highway sign author- 
ized by the NRLDA Association. 
It delivers your name, location and 
message to your best prospects at 
very little cost per thousand. The 
car-owning families in your trad- 
Ing area are the top:income .. . 
top spending 73% of your market. 
Car-owning families have the 
money, and spend it for new homes, 
modernization and maintenance of 
their present homes, new home 
equipment, new garages and new 
farm buildings. Double-face 
Scotc hlite signs on the principal 
highway leading to your location, 
Will carry your message effectively 
to your car-owning prospects. One 
side of the sign and your name 
pane! are reflectorized with Scotch- 
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lite for commanding impact on that 
half of your market that travels af- 
ter dark. A  highway-marketing 
expert will help you plan your par- 
ticular highway advertising pro- 
gram. For details write National 
Advertising Company, Dept. AL, 
Waukesha, Wis. 


Replace Damaged 


b Your Roo} Covnice Eaves Troughs 
o 2 Today 
an Gye re ! with 
woopD 
GUTTERS 


YOULL PROFIT 3 wats 


MOREY MH YOUR POCKET 
There i #0 mplnep maseseary os- 
cept on erential cont of punt 


serres appcananee WOOD GUTTERS will give you 
FoR YOUR HOME a life time of care-free service 


Architects santity WOOD GUTTER —«- Four retail lumber dealer ahovt them 
en all the better Rome: they Me wi pont cut Gumercus ether edrentages 
design. becouse ft te the best Kak tien NOW? Hell Be ged te consult with you 


LONG FIR GUTTER CO. 
C¢aoiz oHIO 
Wood Gutters 


Long Fir Gutter Co. officials say 
that wood gutters will give a life- 
time of care-free service. They 
point out that wood gutters will 
easily bear the heaviest loads of 
ice and snow without buckling .. . 
they do not expand and contract. 
And there is no unkeep necessary 
except an occasional coat of paint. 
Wood gutters also improve the ap- 
pearance of the home. These three 
ways to. profit with wood gutters 
are emphasized in the point-of-sale 
display shown above. For detailed 
information write Long Fir Gutter 
Co., Dept. AL, Cadiz, Ohio. 














Paint Brush Cleaner 


New life can be given to old and 
stiff gummed-up paint brushes with 
Cabot’s Brush Cleaner, which is 
reported safe for the finest brushes. 
Ready to use from the can, it cleans 
quickly and effectively right down 
to the heel. The cleaner is non- 
inflammable and won’t evaporate. 
It can be used over and over again. 
For a free sample write Samuel 
Cabot, Inc., Dept. AL, 420 Oliver 
Building, Boston 9, Mass. 














BRAUND 


meets the demand for 


SUPERIOR 
QUALITY 


BIRCH 


Carload ie 


BIRCH 
PLYWOOD 


Stock Panels 


Grades A-A, A-l, A-2, A-3, 
1-1, 1-2, 1-3, 2-2, 2-3, 3-3. 
All thicknesses: 1/3" to 3/,”. 
Complete stock sizes. 


BIRCH 
DOOR PANELS 


Grades available: 
A-3, 1-3, 2-3, 3-3, in 
3” and 3/16". All 
panels are 3-ply. 


All Birch plywood meets 
Bureau of Standards spec- 
ifications. 


BIRCH VENEER 


Rotary and Sliced Cut. 
Standard Thicknesses. 
Faces, Backs, Cross Band- 
ing & No. 1 Sheet Stock. 


L.C.L. 
SHIPMENTS 


now available from our 


new 
DETROIT 
WAREHOUSE 
including 
DOOR PANELS 
birch and gum } & 3/16 


STOCK PANELS 


birch and gum all sizes 


SHEATHING 


fir and gum all sizes 


Specify your Requirements 


W. R. BRAUND 
COMPANY 
Suite 214, Dept. CD 
Wabeek Building 
BIRMINGHAM, MICH. 
Telephone—Midwest 4-3450-51-52-53 


Birmingham TWX 500 
Detroit Warehouse—Tel. TY 4-4095 














ES-NAIL 


.4 new performance improvement features 


NEW DESIGN INCREASES 


PERFORMANCE AND SAVINGS 


1 The 1951 ES-nail is distin- 
guished by a design change 
which positively eliminates dan- 
ger of loose shingle corners at 
nailing points where sheathing 
is backed by studs or wood mem- 
bers. As shown by the adjoining 
sketch, when the driving leg 
Zales. +«s penetrates a stud, the new design 
Ze 47744 permits a bellows-like expansion 
into the sheathing material... 
22:42:22 allowing the nail head to flatten 
completely without distortion. 


y 2 New longer, wider locking- 






































the 1951 ES-nail more than 30% 
when used with gypsum sheathing and up to 
50% with insulation sheathing. Redesigned 
locking mechanism provides a tight clinch re- 
gardless of variations in sheathing, paper, and 
shingle thicknesses. 


3 New, sharper ES-nail point assures quick, 
clean penetration of sheathing — prevents rup- 
ture of sheathing back. 


4 New ES-nail head can be driven home with 
approximately 25% less force — automatically 
provides a complete clinch of the locking foot 
even with wide variations in shingle quality 
and nail-hole size. 

Try the new 1951 ES-nail on your next side- 
wall shingling job! 

For complete information write to Elastic 
Siop Nut Corporation of America, 2330 Vaux- 
hall Road, Union, New Jersey. 


A PRODUCT OF 


Elastic Stop Nut 
Corporation of America 


Available through Johns-Manville Sales Corp., 
National Gypsum Co., Weather- 
best Corp., Creo-Dipt Co., Inc., 
Keasbey and Mattison Co., and 
American Stained Shingle Co. 












i 3 RTIG RADE 

sh 1N cic ~ 
oe Aller 

Approved by the Red Cedar 

Shingle Bureau, Seattle, Wash- 

SNE eles tareatt ovate ington, representing manufac- 

turers of Certigrade Shingles. 

®@Trade Mark Reg. U. S. Pat. Off. 


foot increases holding power of. 











Single Unit Ventilator 


Air Rectifiers, Inc., reports this 
single unit ventilator is manufac- 
tured in the three standard sizes of 
glass block—6, 8, and 12 inches; 
therefore it blends in harmoniously 


and requires no special preparation: 


for installing. Weather-Bloc is also 
available in three models: Stand- 
ard Weather-Bloe with glass 
louvres outside and inside; Utility 
Weather-Bloc which has stainless 
steel louvres outside and glass 
louvres inside; and Economy 
Weather-Bloc with stainless steel 
louvres outside and inside. Weath- 
er-Bloc can be installed in new or 
old construction and is ideal for 
use in homes, stores and offices. 
Other construction features are 
body of stainless steel, reinforced 
and ribbed for added strength to 
retain and adhere to mortar. There 
are no sharp edges and all parts are 
carefully finished. Write Air Rec- 
tifiers, Inc., Dept. AL, 3734 N. 
Southport Ave., Chicago 13, IIl. 





New Woodworking Calculator 


A new improved calculator which 
answers a wide number of wood- 
working and building questions has 
been introduced by Greenlee Tool 


Co., makers of chisels, bits and 
other hand tools for woodworkers. 
This new Greenlee Handy Calcula- 
tor instantly gives information 
merely by setting its dials to the 
various settings available for the 
facts wanted. It provides data on 
lumber, nails, concrete mixes, paint- 
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ing materials, nails, bit sizes fo; 
screws, tool sharpening instruc. 
tions, etc. For example, linear fee 
are quickly converted to board feet 
for various lengths of lumber jy 
sizes 1 x 2 up through 10 x 12 
Characteristics of 33 different 
woods are given so that an imme. 
diate check may be made as to ten. 
dency to shrink or swell, comparative 
weights and hardness and degree 
of workability with hand tools. 
Nail information is given on types 
and sizes of nails to use for various 
carpentry jobs as weli as complete 
data on gauge, diameters and ap- 
proximate number of nails per 
pound in sizes from two penny 
through twenty penny. The price 
for this Calculator is 25c¢ (not post- 
age stamps) and it is available 
through Greenlee Tool Co., Dept. 
1 2263 Twelfth St., Rockford, 
ll. 











































































































So-Klean Refuse Container 


The So-Klean container is built 
on the air-conditioned principle 
with the refuse being deposited 
into a paper bag which sets into a 
wire basket within the container. 
A framework allows circulating 
air from the floor to be drawn up 
between the bag and the outer con- 
tainer and through the ventilating 
tray. The perforations around 
the top complete the circulation. 
Attached to the inside of the con- 
tainer top is a built-in deodorizing 
unit holding 4 ounces of So-Klean 
deodorizing agent crystals which 
actively last from 3 to 4 months. 
By means of this deodorizer which 
throws off a neutralizing gas /hieav- 
ier than air, these odors are kept 
down within the bag, making I 
unnecessary to dispose of the bag 
and its contents until it is iilled. 
This means that a bag will las‘ the 
average family from two to ihree 
days. The container is designed t0 
fit underneath the kitchen sink. - 
unit will be available for bu''t- 
cabinets in the near future. Write 
So-Klean Container Co., Division 
of Essential Products Corp., Dept. 
AL, Little Chute, Wis. 
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New Finish for Monowall 


A gloss 93 percent that of plate 
glass has been achieved on the 
Armstrong Cork Company’s new 
Monowall, predecorated hardboard 
wall and ceiling panels, with the 
development of an outstanding new 
plastic finish called M-67. The re- 
sult of more than 10 years’ re- 
search, M-67 makes Monowall, | 
shown above, more lustrous and 
far more durable than ever before. 
Armstrong also announces that 
new and improved packaging has 
been adopted for all sizes of Mono- 
wall. Fewer pieces are included in 
each package, which largely elimi- 
nates the “broken package” prob- 
lem for dealers, saving time, han- 
dling cost, and service charges. 
The packages contain just enough 
material for the typical bathroom 
job. The packages are lighter in 
weight, easier to handle, and better 
protected against damage. The pan- | 
els are held firmly together with | 
steel channels and metal bands. The | 
new Monowall is available in 27 | 
different color and design combina- | 
tions. All of the colors have been | 
chosen so that they can be used | 
harmoniously together. Write Arm- | 

| 
| 





strong Cork Company, Dept. AL, 
1701 Ocean Ave., Lancaster, Pa. 


Safety Signs 

A new line of self-adhesive Quik- 
Label Safety Signs are printed on 
extra strength cotton cloth which 
has a_ self-adhesive backing. The 
message is shown in large bold 
letters on the proper safety back- 
ground color. Each sign is coated 
With Silicone Plastic which pro- 
tects it from dirt, grime, moisture 
and weather. Signs may be used 
for either indoor or out-of-door 
application. They come mounted on 
andy dispenser cards; may be 
quickly removed from the card and 
Instantly applied. They stick with- 
out moistening to any clean surface. 
Se On windows, doors, walls, ma- 
chinery, ete. A wide selection of 
over 550 different Quik-Label Safe- 
ly Signs (and Pipe Markers) are 
carried in stock. Special Signs are 





also available with any wording in 
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8 INTON LUMBE 


QUALITY LUMBER 
for 63 Years 


Winton's Sustained Yield Operation assures 
buyers today and in the future of a contin- 
uous supply of Winton Quality Lumber 
products. 

Start today. Make Winton your source for 
quality, os and service. 

California Sugar Pine @ Ponderosa Pine ¢ 


Douglas Fir @ Red Cedar e Western White 
Spruce 


Mouldings and Cut-to-Length Window 
and Door Trim 


OX) 


CF ane Fase Wovdirork 





SALES CO. 


FFoshay Tower,, Minneapolis 2, Minneso 


5| 



























any colors desired. Write W. H. 
Brady Company, Dept. AL-68, 
Chippewa Falls, Wis. 





HANDBOOK AND GUIDE 


HERE’S HOW... 
$0 ou ABC forms 

wo compte nto enews end poymests 
wo camesute tine eles wensactns 





A. B. C. Handbook and Guide 


The A. B. C. Instalment Financ- 
ing Handbook and Guide tells how 
to fill out ABC forms, compute note 





BUILD CEDAR CLOSETS 
WITH A PAINT BRUSH 


‘ee 


FIREPROOF! 
FRAGRANT! 
ECONOMICAL! 
ECONOMICAL! 


CEDAR-LUX is readily applied by the aver- 
age laborer on the job. No painting skill 
required. 

With CEDAR-LUX _ it 
costs you only a few 
dollars to “feature” a 
Cedarized Closet as 
“standard equipment.” 


BRUSH ON! 
SPRAY ON! 
TROWEL ON! 


CEDAR-LUXED closets retain that woodsy, 
cedar smell and give protection against 
moths for years. 


Not a substitute for cedar. IT IS CEDAR! 
Crushed cedar scientifically treated. Defi- 
nitely more economical than cedar panels. 
Can't wash off! Can't rub off! Cedar odor 
stays in! Perfect protection for furs, valu- 
able. wearables. 


Write for the whole story 
about CEDAR-LUX 
Cedar-Lux Products Co. cis ain St, 


DEALER INQUIRIES INVITED 





EASY TO APPLY 








amounts and payments, and com- 
plete time sales transactions. A list 
of home improvements the dealer 
can sell through low-cost ABC 
financing is also included on page 
20. Here is the booklet’s table of 
contents: Benefits of ABC Instal- 
ment Selling, The ABC Plan, ABC 
Finance Plans, Four Easy Steps to 
Easy Sales, How to Compute Note 
Amounts and Payments, Instruc- 
tions for Making Out Title I Credit 
Application, Reverse Side of Title 
I Credit Application, Filling Out 
FHA Cash Down Payment Certifi- 
cate, Making Out Note Form, Con- 
tract or Sales Agreement FHA Re- 
quirement, Filling Out the Comple- 
tion Certificate, Instructions for 
Making Out Supplementary Plan 
Credit Application Form. For 
copies of this booklet write Allied 
Building Credits, Inc., Dept. AL, 
P. O. Box 3426 Terminal Annex, 
Los Angeles 54, Calif. 


Portable Folding Conveyor 


The Hytrol portable folding con- 
veyor is described as a “one-man 
gang” for fast handling of many 
kinds of products packaged in bags, 
boxes, bundles, bales and cartons. 
It is light weight and compact in 
size. One man can move it about 
and operate it. The Hytrol convey- 
or is especially adapted to mate- 
rials handling chores in warehouse 
aisles, and other small areas, and 
for between-floors operations. It 
can be moved, or have the angle of 
delivery changed, while the convey- 
or mechanism is in motion. The 











conveyor is made in five sizes, each 
of which folds to one-half its own 
length. Thus, the largest Hytrol 
conveyor can be stored in an area 
less than a half-yard square. ‘he 
Hytrol conveyor is built low to the 
floor. It can handle 15 one-hundyed- 
pound bags per minute. Because it 
is portable, it can be moved easily 
in and out of freight cars, or used 
on loading docks for stacking and 
unstacking. Write Seedburo Equip- 
ment Co., Dept. AL, 618 W. Jackson 
Blvd., Chicago 6, IIl. 





Attic Remodeling Booklet 


A new, full color, 12-page booklet 
chock-full of design suggestions for 
remodeling attics, basements and 
other rooms with plywood has been 
issued by the Douglas Fir Plywood 
Association. One section of the 
booklet, entitled Make Your Attic 
‘Picture Pretty’ with Douglas Fir 
Plywood, contains a sparkling se- 
ries of sketches suggesting special 
treatments for turning attics into 
child’s room, bedroom, study, den, 
hobby center or special storage 
area. Another section illustrates 
the ease with which these ideas can 
be put into action with Douglas 
fir plywood by the weekend car- 
penter as well as the professional 
builder. Single copies are offered 
free of charge to building supply 
dealers and in quantities at a frac- 
tion of their actual cost. Write 
Douglas Fir Plywood Association, 
Dept. AL, Tacoma Building, Ta- 
coma 2, Wash. 


Door Stop-R and Bump-R 


A solid rubber hook that slips 
around the door and holds on when 
door is pushed back—a slight tug 


, ; _" 
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on the door knob, and the rubber 
hook lets go. No stooping—no kick- 
inv—just forget that it’s there. 
There are no mechanical parts to 
wear out or get out of order. No 
more looking around for an object 
to place in front of the door to keep 
it from slamming shut. Prevents 
door knob from hitting plaster wall. 
Write Hobby Hill, Dept. AL, 14 N. 
Michigan Ave., Chicago 2, IIl. 


New Style Piling Clamps 


The new style No. 2100 “Jorgen- 
sen” Piling Clamp will be of inter- 
est to those engaged in quantity 
production of edge-glued stock to 
make wide panels from narrow 
widths. The clamp makes it possible 
to “pile” the work to any desired 
height in order to make the great- 
est possible use of any given floor 
space, and the relatively large 
investment required for a clamp 
carrier to perform such operations 
is eliminated. 

No special starter bars, spacers, 
trucks, or fixtures of any kind are 
required; all the clamping is done 
at the same side of the pile; 
each “layer” of work is clamped 
from above and below eliminating 
“buckling” of the work regardless 
of varying widths of stock being 
glued, the work is always centered 
on the pile; any reasonable thick- 
ness of stock can be glued, with 
& Minimum of space between 
courses of work, making for great- 
est possible volume of work per 
pile. Write Adjustable Clamp Co., 
Dept. AL, 417 N: Ashland Ave., 
Chicago 22, TI. 


Wall Breather Tubes 


Brown Wall Breather Tubes 
lengthen the life of paint jobs by 
eliminating moisture in outside 
walls. The tubes furnish a means 
of moisture control at very low cost 
and easy installation in any wood 
structure already built. Tests prove 
that humidity within homes, caused 
by evaporation from the furnace 
humidifiers, bath water, laundry 
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work, scrubbing of floors, seepage 
through basement walls, etc., cre- 
ates moisture which is drawn 
through outside walls causing the 
exterior paint to fail. And on areas 
exposed to direct sunlight, blisters 
frequently form, causing the paint 
to crack and peel off. Brown Wall 
Breathers are designed to help 
eliminate these causes of exterior 
paint failures and preserve the sid- 
ing and structure of houses by pro- 
viding small, screened outside open- 
ings which allow free circulation 
of air. These breathers are made 
of lightweight aluminum and may 
be used in many places: to ventilate 
side walls, flat roofs, unexcavated 
enclosed porches, hidden areas, 
gable ends, attics, etc. Write Corn- 
wall & Company, Dept. AL, 1408 
East 222nd St., Cleveland 17, Ohio. 





‘Partition Assembly 


United States Gypsum announces 


the release of a new exclusive 
Rocklath and plaster partition as- 
sembly which substantially reduces 
the expense, effort and time needed 
to erect fireproof partitions where 
l-hour fire ratings and 45 decibel 
sound ratings are required. The 
new assembly is a non-load bearing 
partition consisting of Trussteel 
Studs, Rocklath Plaster Base at- 
tached with Brace-Tite Clips, and 
plaster. It finishes to an overall 
wall thickness of approximately 
414”, 5144”, 6” or 8”, depending on 
the stud size used. Lathing and 
plastering contractors, builders 
and architects all stand to benefit 
from the simple details, ease of 
erection and economy of the parti- 
tion. Other lathing systems that 
meet the requirements for a 45 
decibel sound transmission loss and 
one hour fire rating are said to cost 
more and call for greater quantities 
of defense-scarce materials. The 
new U.S.G. partition assembly is 
competitive with masonry block 
partitions. Write United States 
Gypsum Company, Dept. AL, 300 
W. Adams St., Chicago 6, IIl. 





MORE SALES 


You sell the line that’s priced to make 
customers buy when you sell Famous 
Ladders. Sound construction with 
thoroughly dry, seasoned woods .. . 
strong steel braces and hinges... 
smooth, clean finish. These features 
at the Famous low price make sales 

. and satisfied cutomers. There is 
a Famous ladder for every need in the 
home, in industry, commercially and 
on the farm. 


BEST-SELLING FAMOUS LADDERS 


fy 
The SECURITY, a 
top-quality ladder 
at a selling price. 
All hardware fin- 
ished in Chinese 
Red. Other models 
in all price ranges. 


FRUIT STEP lad- 
der gives a steady 
stand even on 
rough ground. 
Pointed leg is 
hinged to go 
through branches 
or over limbs. 


COMBINATION 
TRESTLE and EX- 
TENSION ladder. 
A four purpose 
ladder can be used 
as a step ladder, 
trestle, extension 
or two single 
ladders. 


HOUSEHOLD 
STEP STOOL. At- 
tractive and low in 
price, this handy 
step stool is a sure 
seller. 


catalog. It includes the com- 
plete line of Famous Ladders 
plus the Famous line of Iron- 
ing Tables. 


GOSHEN CHURN & LADDER, INC. 


3 Dept. A Goshen, Indiana 
8% Leaders in Quality Woodenware over 48 years 





































i Stained Shingles 
and Shingle Stains 





New Creo-Dipt Catalog 


The Creo-Dipt Company, Inc., has 
just announced a new catalog and 
an unusually complete set of data 
sheets on the company’s Shingles, 
Shakes and Stains. Featured are 
color photographic reproductions of 
homes embodying different archi- 
tectural styles. The new data file 
consists of 15 separate 8% x 11” 
sheets. In addition to giving de- 
scriptive information on all Creo- 
Dipt shingles, stains and related 
products, they also provide detailed 
shingle specifications, ready-refer- 
ence coverage charts, and step-by- 
step instructions for various types 
of sidewall construction. The data 
sheets have been prepared in a 
manner that facilitates filing and 
reference. Each subject is presented 
complete on a single sheet. And 
all sheets are indexed both by sub- 
ject matter and AIA File Number. 
Technical information is presented 
in a concise, easy-to-read style. The 
following list of data sheet titles 
indicates the comprehensiveness of 
this new Creo-Dipt set: Regular 
Stained Shingles, Specifications— 
Regular Stained Shingles, Hand 
Split Shakes, Specifications—Hand 
Split Shakes, Double Wall Con- 
struction, Double Coursing Method, 











Specifications — Double Wall Con- 
struction and Double Coursing 
Method, Shingle Coverage Charts, 
Pertinent Information — Stained 
Shingles and Shakes, Zephyr In- 
sulation Backing Board, Rustproof 
Small Head Nails, Speeder-Upper 
Application Tool, Linseed Oil Base 
Shingle Stains, PaintR’s Stain, 
Double Strength White. For 
copies of the new Creo-Dipt Cata- 
log and Data Sheets, write Creo- 
Dipt Company, Inc., Dept. AL-41, 
North Tonawanda, N. Y. 










Fences for Every Purpose 


For over 64 years Stewart has 
specialized in the design and manu- 
facture of Iron and Chain Link 
Wire Fences and Entrance Gates 
for all types of property. The 
company’s Chain Link Wire Fence 
catalog contains complete specifica- 
tions, details of constructional fea- 
tures, typical installations, data on 
other Stewart metal products allied 
to the fence industry, and other 
pertinent information. (Details on 
Stewart Iron Fence and Entrance 
Gates are covered in a separate Iron 
Fence catalog). The company’s 
3TH non-climbable chain link wire 
fence provides an effective barrier 


against unwanted trespass. Style 
5TH assures two way protection, 
safeguarding against hasty exits 
as well as unauthorized entrance. 
(Rust-defying Bethanized Wire is 
now available for all types of Stew- 
art fence fabric). Where a lesser 
degree of protection is required, 
Styles OTH and OTM are recom- 
mended. They are ideal for the pro- 
tection of public as well as private 
property. Stewart Harmony Fence 
— Chain Link Wire with Pipe 
Framework, is said to be excellent 
residential fence. Tennis Court En- 
closures and Backstops, and Base- 
ball Backstops are also included in 
the catalog. Write The Stewart 
Iron Works Company, Inc., Dept. 
AL, 1851 Stewart Block, Cincinnati, 
Ohio. 


Silacone Water Repellent 


A new water repellent for the 
protection of all stone and masonry 
building materials has been devel- 
oped and formulated by Duane Spe- 
cialties, Ltd. This water and mois- 
ture repellent material is packaged 
in liquid form, and comes ready to 
be applied by the use of either a 
brush or spray gun. In addition 
to preventing the passage of water 
or moisture through the pores of 
most masonry materials ‘Duane 
#923” is reported to add years to 
the life of a building by preventing 
the deterioration of exterior sur- 
faces from the disintegration 
caused by successive freezing and 
thawing. By excluding water from 
the pores of the building—it is im- 
possible for ice crystals to form 
and expand within the masonry. 
“Duane #923” is colorless and does 
not change the appearance of the 
surface. Buildings will stay clean 
because dirt and grime are washed 
off with rain water instead of being 
absorbed into the pores of the ma- 
terial. It is suitable for cement 
block, concrete, tapestry stone, 
brick, sand stone, lime stone, terra 
cotta, stucco, plaster and marble. 
Write Duane Specialties, Ltd. 
Dept. AL, 209 Parkhurst St., New- 
ark 5, N. J. 
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YOU CAN SAVE your ad- 


advertising. Mats of 104 car- 
toons in both | and 2 column 
sizes now ready. Write to 


‘LIL-AD FEATURES, 
**When are you going to build us some RFD 3, Santa Ana, Calif. 
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Ps ' vertising dollars by using VP, 
“Timber-r-r" cartoons in your suaclais AY aE 
5S ~ 5 own newspaper ads. These mw Ze 
wi as cartoons were prepared ii t 
‘|e L especially for Lumber Yard | | ----- - P\S 
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ant ae will pay you to investigate the top quality 
lumber products and service offered by W. T. Fergu- 
son Lbr. Co. You can’t beat Ferguson for value. 


A Call, Wire or Write Ferguson today for your lumber 
i Aneeds. 


Ww. T. FERGUSON tumeer co. 


t.. Louis, Missouri 


Woods 
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New Saw Protractor 


By using this new Saw Protrac- 
tor as a guide in power sawing, the 
operator may cut practically any 
angle accurately and easily. The 
Saw Protractor is sturdily con- 
structed of metal for rigidity, yet 
it is very light, weighing only 14% 
lbs. It consists of a straight edge, 
a segment clearly calibrated in 
units of 1°, and an easily movable 
holding arm. The desired angle is 
set quickly by merely loosening a 
wing nut on the under side of the 
holding arm and moving the arm 
until the indicator points to the 
correct degree mark. The wing 
nut is then retightened to prevent 
slippage of the holding arm. In 
operation, the side of the shoe of 
the power saw is lined up with the 
protractor’s straight edge and the 
saw is advanced along this edge 
for quick accurate cuts. The pro- 
tractor is particularly useful for 
compound mitre cuts when used in 
conjunction with the bevel adjust- 
ment on most power saws. It can 
also be used for laying out any 
carpentry work involving angles. 
Its use is adaptable to practically 























all portable electric saws. Write 
The Black & Decker Mfg. Co., 





Dept. H-640, Towson 4, Md. 










New 6" and 8" Jointers 

Of new, welded, all-steel con- 
struction, and with the longest 
fences of any 6-inch or 8-inch joint- 
ers and the longest tables of any 8- 
ch jointers, the new Boice-Crane 
6-inch and 8-inch jointers have just 
een released on the market. 
Rugged enough for planing mills, 
these new jointers are said to be 
accurate enough for the most de- 
Manding cabinet makers. The new 















all-steel construction permits 


Butoing Propucrs MERCHANDISER 


strength, permanent accuracy and 
alignment. Use of .steel permitted 
the extending of the tables without 
increasing width, thickness, weight 
or floor space. The tables are under- 
girded. their full length. There are 
no overhanging ends to spring 
when jointing heavy timbers. With 
three more inches of support, the 
full length of the rabbetting side 
of the infeed table, these new 
jointers are the first to provide 
adequate support for narrow rab- 
betting on wide stock. Another fea- 
ture is a new, quick, positive, 
micrometer-accurate kmife-setting 
system which assures much smooth- 
er operation and far better finish. 
Write Boice-Crane Company, Dept. 
AL, 1000 W. Central Ave., Toledo 
6, Ohio. 
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Granular Mustang Shingles 


Something new from Texas is 
the Mustang granular asbestos 
siding shingle now being manufac- 
tured in four colors by The Asbes- 
tos Company of Texas. Embossed 
to show the natural grain and giv- 
ing the effect of weathered wood, 
granular Mustang shingles are 
manufactured so the granules ad- 
here permantly to the shingle. By 
using non-fading ceramic granules, 
beautiful and permanent color 
blends are obtained: Coral Blend, 
Green Blend, Tan Blend and Blue 
Blend. These colors were selected 
after an extensive survey was made 
among architects, builders, con- 
tractors, lumber dealers and other 
leaders in the building industry, 
to determine what colors were most 
desired in siding shingles. Because 
of their fire-proof, permanent, 
and maintenance-free qualities, the 
manufacturer reports that its asbes- 
tos siding shingles are being used 
more and more in residential con- 
struction. Write The Asbestos Com- 
pany of Texas, Dept. AL, P. O. Box 
1082, Houston 1, Tex. 











WANTED _ 
YARD MANAGERS 





TO REMODEL 
20,000,000 HOMES 





MOST OWNERS HAVE SUB- 
STANTIAL EQUITY, CASH IN 
BANK AND ARE EASY TO 
FINANCE 





HELP — HELP 


Send photo and rough floor 
sketch for 


FREE 
SUGGESTIONS FOR 
REMODELING 


LUMBERMAN’S PLAN SERVICE 
120 Machin St. Peoria 5, Ill. 




















RCEDAR 








RED CEDAR CLOSET LINING 


Guagnenteed 
90% RED HEART 100% OIL CONTENT 
NATIONALLY ADVERTISED | 


Brown's SUPERCEDAR is nation- 


ally advertised in House and _ 
Garden, House Beautiful 
and Small Homes Guide. 
Cedar closets help sell ,¢iyaem 
homes—help rent 4 
apartments. 












A 
} ALL WIDTHS 
40' TO PKG. 


PACKAGED 
SEALED 


Brown's sealed pack- 
age protects the aroma 
and makes it easy to stock 

and sell at a good profit. 
Ready for use—dressed, tongue 
and grooved and end matched. 
Write for builders folder and 
consumer booklet. 


Product of 


GEO. C. BROWN & CO., Inc. 


GREENSBORO, N. C. Established 1896 








Largest Manufacturers of 





Aromatic Red Cedar in the world 
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The "Fleetwood" 

A new contender in the low- 
priced garage door field has been 
introduced by Crawford Door Com- 
pany. The new product, named the 
“Fleetwood,” goes up inside the 
garage and when closed, is said to 
have the appearance of doors cost- 
ing up to $100 installed. The Fleet- 
wood is of full 4-section design, 
each section being joined to the 
next by means of a patented inter- 
locking full-width weatherproof 
joint which maintains engagement 
at all times whether the door is open 
or closed, and keeps the sections in 
alignment with one another for the 
life of the door. Each section is 
six panels wide. The Fleetwood 
residential model is supplied in two 
standard sizes: 80” wide by 7’0” 
high, and 80” wide by 66” high. 
Commercial and industrial models 
are made in sizes up to 12° wide by 
12’ high. Required headroom is 
114%” and required side room, each 
side is 334”. Write Crawford Door 
Company, Dept. AL, 44-401 St. 
Jean Ave., Detroit 14, Mich. 


Cedar-Lux 


The housewife’s dream of cedar- 
closet protection ‘to guard clothes 
against moths and other insects, 
can be realized with the aid of 
Cedar-Lux and an ordinary paint 
brush. Cedar-Lux is a compound of 
crushed genuine red cedar wood im- 
pregnated by an exclusive process 
with many times the cedar oil that 
nature provides in cedar wood. Just 
mix the compound with water to a 
plastic consistency—dip a brush in- 
to the mixture and apply to wall 
closets and ceiling, or walls of den 
or recreation room, chests, trunks 
or boxes. An average closet, ac- 
cording to the manufacturer, can 
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be done in an hour or so. Cedar- 
Lux is fireproof. It seals cracks 
and crevices, and when thoroughly 
dry becomes so hard it is possible 
to drive nails into it without crack- 
ing. A Cedar-Lux closet is said to 
have a fragrant cedar aroma and 
does not need repainting. For de- 
scriptive literature write Cedar- 
Lux Products Co.,- Dept. AL, 703 
Main St., Kansas City 6, Mo. 
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Radial Arm Saws 


A new 12 page, two-color catalog 
has just been issued on the Delta- 
Milwaukee Radial Arm Saws and 
their accessories. Included are 
many new woodworking ideas for 
contractors, industry, woodworking 
shops and schools. The center 
spread is devoted to illustrating 
some of the 125 different opera- 
tions that can be done with this 
very practical tool. The Delta 
Radial Arm Saw is said to bring 
new flexibility to woodworking. 
This is because of its many exclu- 
sive features that increase the ca- 
pacity and use of the saw and make 
it one of the safest radial arm saws 
on the market. For copy of catalog 
M-50, write Delta Power Tool Di- 
vision, Rockwell Manufacturing 
Company, Dept. 692C, E. Vienna 
Ave., Milwaukee 1, \Vis. 


FLOOR-VEYOR, JR. WITH POWER FEEDER 


Feeder for Floor-Veyor, Jr. 


A power feeder for .the Floor- 
Veyor, Jr. inclined power belt con- 
veyor may now be had from The 
Rapids-Standard Company, Inc. 
This new, low-cost addition 


will transfer many types of pack- 
ages from level to inclined con- 
veyors, and vice versa. The new 
feeder, which connects to the low 
end of a Floor-Veyor, Jr., adds to 
the conveyor’s usefulness by han- 
dling very short or long articles 
that might not transfer smoothly 
from gravity feeders. Pitch of the 
power feeder need not be adjusted 
when direction of flow is reversed, 
This saves set-up time when re- 
ceiving and shipping are handled 
on the same conveyor line. The 
power feeder, manufactured in two 
widths to fit 10-inch and 16-inch 
belt width Floor-Veyor, Jr. units, 
may be attached easily to models 
already in use. Standard overall 
length of the feeder is 30 inches, 
with longer models available to fit 
special handling problems. A 
slotted connector bar allows the 
feeder to be hooked to Rapid-Whee! 
gravity conveyor for line use. 
Write The Rapids-Standard Co. 
Inc., Dept. AL, 342 Rapistan Bldg., 
Grand Rapids 2, Mich. 
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Flexcell 


It’s not too late to remedy cold 
uninsulated concrete slab floors I 
basementless homes even if. the 
house is already built, according t 
the Architects’ Sales department 
of The Celotex Corporation. Cold 
floors can be made warmer by 
placing two layers of 1-inch Flex 
cell board around the slab as in the 
accompanying drawing. To pre 
vide space for application of Flex- 
cell, trench around exterior to ove! 
12 inches or more below grade. 

Flexcell is adhered to face of as 
phalt primed concrete with cold 
asphalt mastic or hot asphalt. 
Metal flashing is recommended ove! 
the top. For protection above yrate 
and neat appearance, asbestos ¢é 
ment board is cemented against the 
Flexcell. Flexcell, a cane fibre 
board saturated with an asphallie 
compound, is highly moisture !r 
sistant proven by its top perform 
ance used as an expansion joill! 
filler in concrete highways, 4! 
ports, etc. for many years. Write 
The Celotex Corporation, Dept. Al; 
120 S. LaSalle St., Chicago °, Ill. 
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NORTHERN 
WHITE PINE 


NORWAY 


RAINY LAKE LUMBER CO. Ltd. 


2020 Chicago Title & Trust Bldg.. CHICAGO 2, ILL. 


Selling the Products ef J. A. Mathieu, Ltd., Rainy Lake, Ont. 





The Job at Hand... 


Lumber To Back Up Our Fighting Men Is 
The First Order Of Business At Our Mills 


Much of our current production is mov- 
ing out on Government requisitions. 

Until our United Nations job is finished 
we will divide the balance of our pro- 


duction among our regular customers 
who are doing essential civilian work. 


THERE IS NO LET DOWN IN 

OUR QUALITY-PRECISION 

MANUFACTURE AND KILN 
DRYING 


The Ralph L. 


MITH 


Lumber Company 


Mills: Anderson and Canby, California 
Sales Office: Anderson, California 


Bui_pinc Propucts MERCHANDISER 
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ALL COPPER 
LANTERNS 


Simplify your inventory, 
and ordering with a com- 
plete line of all Copper 
Lanterns and Aluminum 
Lamp Posts from one 


source. 
xt The Newport 
verall Height 24° 
Square 13* 
Ship. Wot. 14 Ibs. 
+, The Mayfair 
verall Height 20° 
Square 1014" 
Ship. Wg. 10 Ibs. 
-3 The Hampshire 
verall Height 17* 
Square 9* 
Ship. Wot. 8 Ibs. 


ALP-2 


Rust Proof 


Permanent 


Furnished Use with 
: with any make 
S 1 EVer-Veht-1a3 antern 


POSTS 
ALP-], (Adjustable), 814 
feet, Base Dia. 5", Top 
Dia. 4", Ship. Wot. 17 Ibs. 
LP-2, (Adjustable), 814 
eet, Base Dia. 4", Top 
Dia. 3", Ship. Wot. 11 Ibs. 
ALP-3, 814 feet, Base Dia. 
3", Top Dia. 3", Ship. 
Wot. 9 Ibs. 


Send for a catalog and price list 


SinainsBridge 


NEW BRITAIN, CONN. 








Floor for the years to come... with Northern Hard Maple! 
For 1951 modernization work—industrial plants—defense 
and low-cost housing—residences—schools—military con- 
struction. MFMA grades for every purpose: First Grade for 
“high style’ —Second, utility and appearance—Third, utmost 
value with economy ...or Combination Grades, Second- 
and-Better, Third-and-Better. MFMA Grading Rules, tech- 
nical data, FREE. Write: MAPLE FLOORING MANUFACTURERS 
ASSOCIATION, Suite 584, Pure Oil Building, Chicago 1, Illinois. 





NAMES IN THE NEWS 


Lm ~ 


BRANCH SALES WAREHOUSE, ASSOCIATED PLYWOOD MILLS, INC., 4005 
Coyle St., Houston, Tex. 
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CHARLOTTE, N. C. BRANCH SALES WAREHOUSE (1026 Jay St.), Associated 


Plywood Mills, Inc. 


New Branch Warehouses for Associated Plywood Mills 


Two new branch sales warehouses 
have just been completed at Houston, 
Tex. and Charlotte, N. C. for Asso- 
ciated Plywood Mills, Inc. of Eugene, 
Ore. 

Associated, one of the oldest and 
largest firms in the plywood industry, 
chose the Southwest and Southeast 
for the newest in its nationwide chain 
of sales warehouses because of the 
continued business expansion in the 
areas. Other A.P.M.I. sales ware- 
houses are located at San Francisco, 
Dallas, St. Louis, and Eugene and 
Willamina, Ore. 

Manager of the new Houston sales 
warehouse is A. B. Low, formerly as- 
sistant manager of Associated’s Dal- 


las warehouse. Charlotte manager is 
Joe Gall, who has been A.P.M.I. sales 
representative in the Southeast. 
Associated Plywood recently pur- 
chased from the Lloyd Corporation, 
Ltd. of Los Angeles, approximately 
540,000,000 feet of high grade timber 
which is located in the Rogue River 
watershed near Gold Beach, Ore. 
President Leonard Nystrom stated 
that this timber purchase together 
with other large timber reserves now 
owned by the company will insure 
continued operations of their saw- 
mills and plywood plants, thereby giv- 
ing employment to over 1,000 em- 
ployes for many years to come. 





Mullins Announces 


"Treasure Chest Promotion" 

Sales promotion contests to build 
retail store traffic will be staged by 
Youngstown Kitchens Jet-Tower dish- 
washer dealers in May and June. The 
project will include both retail sales- 
men and consumer contests. Prizes 
will be U.S. Defense Bonds worth 
over $100,000. 

Known as the “Treasure Chest Pro- 
motion,” the sales campaign is built 
around three locked “treasure chests” 
placed in each dealer’s kitchen dis- 
play. Keys, only some of which will 
open the chest locks, are distributed 
among neighborhood homes. A tag 
attached to the key carries the deal- 
er’s name and address, and invites the 
consumer to visit his store to try to 
open the treasure chests and receive 
a free gift. 

Marshall Adams, advertising and 
sales promotion manager for Mullins 
Manufacturing Corp., Warren, Ohio, 
says the promotion idea has been field 
tested in every section of the United 
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States and has proved unusually ef- 
fective. Hayes Heating and Air Con- 
ditioning Co., a Youngstown Kitchens 
dealer in Detroit, reported that of 300 
keys distributed, 183 were returned 
to the store within three days and 
69 prospects were recorded. 

The prize contest involves both the 
consumer and the retail salesman. To 
enter the contest, which has bond 
prizes of $500, $100, $50, and $25 in 
each distributor’s franchised territory, 
the consumer must first witness a 
demonstration of the Jet-Tower dish- 
washer. Based on the demonstration, 
she completes this sentence: “I want 
a Youngstown Kitchens Jet-Tower 
dishwasher because a 

For each consumer prize, a dupli- 
cate prize will be awarded the sales- 
man who made the demonstration. 
Judging will be done by a board 
established by each distributor. 

All the material necessary to stage 
the promotion is included in the 
Treasure Chest package. Among the 
items are plastic food waste scrapers 
to be given to prospective customers, 


a miniature plastic Jet-Tower Junior 
dishwasher, window banners, direct 
mail pieces, a four-color easel presen- 
tation of the dishwasher, and several 
types of printed literature. 


Georgia-Pacific Plywood 
Adopts Shorter Firm Name 


Stockholders of Georgia - Pacific 
Plywood & Lumber Co., Augusta, Ga., 
recently approved a_ proposal to 
shorten the company name to “Geor- 
gia-Pacific Plywood Company.” 

Victor Olson, one of America’s pio- 
neers in the plywood industry and 
president and director of Washington 
Veneer Corporation, Olympia, Wash., 
a subsidiary of Georgia-Pacific, was 
elected as a new director. Other di- 
rectors reelected were: Owen R. 
Cheatham, Georgia-Pacific president; 
Harvey C. Fruehauf, chairman of the 
board, Fruehauf Trailer Co.; John R. 
Kimberly, vice-president and director, 
Kimberly-Clark Corporation; Samuel 
H. Swint, president and director of 
Graniteville (S.C.) Company; Boykin 
C. Wright, Shearman & Sterling & 
Wright, New York attorneys; S. Rex- 
ford Black, J. L. Buckley, Eugene M. 
Howerdd, Georgia-Pacific vice-presi- 
dents. 


United States Gypsum Honored 
with A.I.M. Management Award 


Jackson Martindell, president of the 
American Institute of Management, 
New York, has announced the winning 
companies in the Institute’s recent 
study of management methods and 
problems. This organization analyzed 
and appraised more than 2,000 major 
companies. 

The United States Gypsum Con- 
nany, Chicago, was one'‘of five firm: 
in the building industry to receive the 
A.I.M. Certificate of Management Ex- 
cellence and the only one to be cited 
for such excellence in the gypsum 1n- 
dustry! 

The A.I.M. was formed two yeals 
ago mainly to provide an impartial. 
independent and scientific appraisal of 
management in all classes of industry. 
Its study will be of interest to the 
management of all business firms. 
both large and small, because it em- 
braces the whole relationship, of 
management to all of the principal 
factors involved in doing business. 
Following is the A.I.M. method ot 
rating as outlined by Mr. Martindell: 

62% of the possible 10,000 points @ 
company can receive is listed in four 
categories: 1) quality of executive 
leadership—24% or 2,400 points; 2) 
quality of sales and merchandising— 
14% or 1.400 points; 3) auality of 
mechanical production, and labo» re 
lations—13% or 1,300 points; 4) cual- 
ity of long range financial policies— 
11% or 1,100 points. ; 

He explained that the remainin¢ 
38% of the rating points covers, 
order of importance, the selection an’ 
performance of a_ well-balanced and 
effective board of directors; a Col 
sistent and imaginative product cevel- 
opment and research program; the 
company’s relationship with stock- 
holders; the health and growth 0 
earnings; the efficiency of the organ! 
zation plan; and the importance o! the 
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3rd Grade Northern Hard 
Maple Flooring for value. 


pIAMOND 
HARD 


Industrial Flooring 
Sturdy, durable flooring for 
war plants, warehouses, etc. 


J. W. WELLS LUMBER CO. 


MENOMINEE, MICHIGAN 


— 
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AVOID ERRORS and SPEED-UP 
LUMBER CALCULATIONS with the 


Lumber Caleulator - 





55 page book of tables with accurate lumber calcula- 
tions—from 1 x 4” to 8 x 8” including 5/4 and 6/4 
widths up to 22 feet newly revised in handy 4” x 614” 
pocket size. You can determine exact board feet in 
any number of pieces with this quick, easy-to-use cross- 
reference calculator. Only $1.00 per single copy. Quan- 
tity lot prices (imprinted with your name) on request. 


HILL PRINTING COMPANY 


P. O. Box 151-B El Paso, Texas 











AUTOMATIC 
GA UG t 


TANNEWITZ 


for Swing Saws 


SAVES 


30 Days Free Trial 


$30 to $50 A.MONTH 
IN LUMBER AND LABOR 


ORDER NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 


GRAND RAPIDS 
MICHIGAN 
DEPT. 4 


~ 
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\__. Specialists in Oak Floor- ~ 
ing. General wholesal- ~~ 


= ers of all lumber items. >~- 
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Contact us on your 





C0 1215 R. A. Long Bldg 
“9 Kansas City 6, Mo 
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H. G. Dowson A. W. Lingaas 


Rogue Lumber Sales Co. 


P.O. Box 707, Medford, Oregon 


Phone: Central Point, Oregon 1091 


Specializing in the Distribution of All 
West Coast Woods 


Our subsidiary, Southern Oregon Planing Mill Co., 
Inc., has recently completed its new, modern re- 
manufacturing plant. Complete with 6-foot band 
mill, planing mill, dry kilns and 

storage capacity for 10,000,000 

feet. Producing Ponderosa Pine, 

Sugar Pine, Douglas Fir and White 

Fir. Shipping over 5,000,000 feet 

per month. 


Exclusive Sales Agents for 


Southern Oregon Planing Mill Co., Inc. 
and 
Jackson Creek Lumber Company, Inc. 


Standard Yard Items 


Reputable Sales Representatives Throughout the Nation. 

















) 
Bei ping Propuets MERCHANDISER 


CONNOR 


“LAYTITE” 


Maple and Birch Flooring . 


in Cartons 
(or regular lengths in bundles) 


Something new in 
modern flooring 


M. F. M. A. SPECIFICATIONS 


Forest Products Since 1872 











company in the national economic 
structure. 

It is interesting to note that U. S. 
Gypsum is now introducing 47 new or 
improved building products and sys- 
tems on which research was finally 
completed during the past 12 months. 
A consistent exponent of aggressive 
product development during the past 
half century, U. S. Gypsum will key- 
note its Golden Jubilee year, 50th an- 
niversary in 1952, with its long record 
of firsts in the gypsum industry and 
the other industries in which it is en- 
gaged. 


Arkansas Firm Changes Name 


Barton-Mansfield Company, Jones- 
boro, Ark., by amendment to its char- 
ter has changed the company’s name 
to E. C. Barton & Company. Lloyd 
M. Rebsamen, vice-president, report- 
ed this amendment does not affect 
the corporate structure in any other 
respect. The Barton organization op- 
erates several retail lumber yards. 


80th Anniversary Observed by 
Kimball & Prince Lumber Co. 


The 80th anniversary year of Kim- 
ball & Prince Lumber Co., Vineland, 
N. J., was recently observed at the 
firm’s annual employes’ banquet. 
Fifty-two employes and guests of the 
Vineland and Millville yards were en- 
tertained at a turkey dinner. Eugene 
M. Kimball, president, served as 


toastmaster. Rev. Thomas S. Goslin 
was the guest speaker, whose subject 
covered Ben Franklin’s 13 virtues. 
President Kimball presented a his- 
torical sketch of the firm which was 
founded in 1871 by the late Myron J. 
Kimball, John and W. Van Tyle 
Prince. The original ‘partnership was 
named Kimball & Prince Co., which 
succeeded Paine & Mabbitt who 
opened a planing mill in Vineland in 


1865, in connection with the lumber 
yard of A. D. Newton & Co. A branch 
yard was opened by Kimball & Prince 
Co. in Millville in 1882. The business 
was incorporated in 1906 and the 
present name adopted. 

Eugene Kimball has served as presi- 
dent since 1915, the year that his 
father, the late Myron J. Kimball 
passed away. He has been associated 
with the firm for the past 56 years. 
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Raynor 1951 Sales Convention 


The Raynor Mfg. Company, manu- 
facturers of wood sectional overhead 
doors, recently conducted its 1951 
Sales Convention at the home factory 
located in Dixon, Ill. The convention 
was primarily a meeting of distribu- 
tors and was attended by over 100 
representatives of various Raynor 
distributor organizations located 
throughout the United States. 


P ; > 
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+ cemtinn, wince 


The programs for the three-day 
meeting covered all phases of the door 
business from production to sales and 
service. 

Gene Goddard, sales and advertis- 
ing manager for the Raynor Com- 
pany, who was in charge of the con- 
vention, reports that he feels the con- 
vention was a great success and that 
visiting distributors gained much val- 
uable information. 




















D. M. McCuintock Lumber Co. 


Terminal Sales Building, 
PORTLAND 5, OREGON 


Telephone: Atwater 9355 





Douglas Fir @ Red Cedar 
Sitka Spruce & Hemlock Lumber 
Shingles 


Exclusive Mill Agents 











THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 


: grate ET. 
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. . . with the barbecue folks 


They are worthwhile, hospitable folks, whose friends will 
want outdoor cooking fireplaces of their own—planned better 
and better in a spirit of friendly competition. . . Keep their 
interest warm and effective by displaying Donley Outdoor 
Fireplace equipment installed on your own premises and by 
distributing the 24 page booklet, Donley Outdoor Fireplaces, 
with its inspiring pictures, accurate designs and dependable 
equipment. Get a supply at dealer rates. 


THE DONLEY BROTHERS CO. 


13928 Miles Avenue Cleveland 5, Ohio 





Rainelle, W. Va. 
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| GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 


Mfrs. of WHITE PINE STROBUS) 


Genuine 
Also some Norway and Spruce 
AIR-SEASONED — WATER-CURED 
Rough or Dressed 


Special. White Pine Dry Short Shorts. 
C.Sel. & B. 4/4 to 8/4, 3“&wider x 16/71”. 
1, 2, 3, 4 Com. 4/4 to 8/4, 3”&wider x 13/71” . 
Sawmills — Braeside and Temagami, Ontario 
1842 Member N-A. W.L.A. 1951 














Gives Siding Jobs Improved 
Protection and Appearance 


On every Asbestos Siding job, 
where appearance is essential, you 
can save valuable time, simplify 
fitting at corners and along win- 
dow and door frames, give added 
protection, by using individual 
zine corner strips . . . Made of 
oxidized zinc . . . will not stain. 
Lengths suitable for any Asbestos 
Siding Shingle. For complete de- 
tails write 


BUGHER MANUFACTURING CO. 
211 South Main Street, Kokomo, Ind. 














SUPERIOR LUMBER 





GRADED AND MARKED BY 
SPIB LICENSED INSPECTORS 











After planing, Dargan lumber is graded and marked by a SPIB 
licensed inspector. Stock to be re-sawn is handled here, with a 
modern machine. Boards are removed, re-sawn, and again 
graded and checked. Nothing is left to chance in "Superior 
Dargan Lumber." 


e FINISH 
e CEILING 
e SIDING 
e FLOORING 
e BOARDS 
e MOULDINGS 


CEMA 


Write Box 406-C today for 
lists, prices, and _ illustrated 
literature. 


Inspection here catches stock 
for re-sawing. — 








DARGAN LUMBER MANUFACTURING COMPANY 


(FORMERLY INGRAM-DARGAN LUMBER CO.) 
Gang Mill - Dry Kilns - Planing Mill CONWAY, S. C 














Every Yard Should Have an 
‘American Car Door Roller 


Best and cheapest a am 


helper for loading and 
unloading lumber. 


Often pays for itself in one lumber shipment. Adjustable 
to fit openings 5 to 6 ft. wide: double extension roller for 
door 5 to 8 ft. wide. 


Can be furnished with wood or steel beam. “American” 
Logging Tools and Appliances best on the market. 


Write for catalog and information. 


AMERICAN LOGGING TOOL CO. 
: Evart, Mich. 








cee 











BURNER 
CONE GRA 


* Burns 25% More 
* With 75% less smoke and 
cinders. Fool proof 
We Also Build 
BOILERS — 5 TO 1200 H.P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MFRS. FLANGED & DISHED HEADS 





We Stock 
Straight & Bent Boiler Tubes 


SEATTLE BOILER WORKS 


Now in Our New Larger Modern Plant at 5237 E. Marginal Way 
SEATTLE, WASH. 





———— 








Bui_ptnc Propucts MERCHANDISER 


Dependable Quality 


OAK + BEECH 
ASH + PECAN 


In straight or mixed cars with air 
dried Yellow Pine Boards and Dimen- 
sion. Excellent manufacture, and 
service. 


For prompt attention on your needs 
phone or write 


Miller & Company, Ine. 


Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 


elma LD 9910 — Phone: 

















New Diesel Tug Hauls Logs 


Named for the 
late Grant Dixon, 
a modern new tug 
boat has been put 
in service on Lake 
Roosevelt, the 
great man-made 
lake formed by 
Coulee Dam in 
the state of 
Washington. Mrs. 
Grant Dixon, 
widow of Mr. 
Dixon, performed 
the christening. 
Dixon, before his 
death, was presi- 
dent of Western 
Pine Manufactur- 
ing Company and 
a prominent lead- 
er in the lumber 
industry. 

The tug boat is 
owned by the 
Lafferty Transportation Company, 
which tows logs for Lincoln Lumber 
Company, in which Mr. Dixon was 











interested; Harter Lumber Company; 
Building Supplies, Inc.; Deer Park 
Pine Industries; and Lone Lake Lum- 
ber Company. 





Palmer Named Director 
of Detroit Steel Products Co. 


H. D. Palmer, vice-president in 
charge of labor relations, was named 
a director of Detroit Steel Products 
Company following the annual meet- 
ing at company headquarters in De- 
troit. He fills the vacancy created 
by the death of Murray W. Sales last 
month. 

Mr. Palmer has been with Detroit 
Steel Products Company since July 
30, 1922, when he joined the com- 
pany’s accounting department. Six 
years later he was named credit man- 
ager, and in 1934 he was elected as- 
sistant treasurer of the company. He 
has been a vice-president since 1947. 


Weddington Succeeds Frank 
Stevens at Wm. Cameron & Co. 


E. R. Weddington was _ recently 
named general manager of the whole- 
sale division of Wm. Cameron & Co., 
Waco, Tex. He _ succeeds Frank 
Stevens who resigned his position as 
vice-president of the company and 
general manager of the wholesale di- 
vision. Mr. Weddington has_ been 
sales manager for the company since 
1937 and is a member of the board of 
directors. His association with Wm. 
Cameron & Co. began in 1919, and he 
has worked in many capacities includ- 
ing machine operation in the Ideal 
factory, cost accountant, salesman 
and branch manager. This diversified 
training has equipped him admirably 
for his position as sales manager and 
his subsequent appointment as gen- 
eral manager of the wholesale divi- 
sion. 

Mr. Weddington is currently serv- 
ing as president of the American 
Wood Window Institute. 

Coleman Dever, who has been as- 
sistant sales manager since 1937, suc- 
ceeds Mr. Weddington in the position 
of sales manager. Mr. Dever has 
been with the Cameron organization 
since 1923, and has worked in various 
capacities with the company in both 
the wholesale and retail divisions. 
Ending his 40-year connection with 
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William Cameron Co., Inc., Frank 
Stevens said he had no immediate 
plans for the future beyond taking 
a vacation trip with Mrs. Stevens. 
“We missed it last year and we’re 
going to catch up,” he said. Mr. 
Stevens joined the Cameron firm in 
Oklahoma at one of its retail out- 
lets, transferred to the wholesale di- 
vision in Oklahoma City and went to 
Waco in 1912, to be in charge of 
accounting and credits in the newly- 
erected wood products factory. He 
rose as assistant sales manager, then 
sales manager and in 1921 resigned 
for reasons of health. After recov- 
ering, he joined First State Bank and 
Trust Co., became head of it and 
worked there until May, 1924. At 
that time, the Cameron organized its 
present wholesale and manufactur- 
ing division, comprising the mill plus 
18 jobbing centers over the Southwest. 
Mr. Stevens returned to the firm to 
head that division and had been there 
at the helm until he resigned. 

Among Mr. Stevens’ recent major 
achievements in the huge Cameron 
manufacturing enterprise was the de- 
sign, construction and putting into 
production of a new addition which 
has turned out many hundreds of in- 
sulated plywood sections for airborne 
cold weather tents for the U. S. De- 
partment of Defense. 


Voorhees Succeeded by 
McCreery, Mich. Wholesalers 


Maurice L. McCreery has_ been 
elected vice president and general 
manager of Michigan Wholesalers, 
Inc., Jackson, Mich., succeeding 
George E. Voorhees, who recently re- 
signed. Mr. McCreery has been asso- 


ciated with Michigan Wholesalers for 


more than 13 years, in recent years as 
assistant general manager. 

Mr. Voorhees was general manager 
for the company since 1934, and had 
the pleasure of helping the organiza- 
tion grow from annual sales of $70,000 
to over $5,000,000. During that period 
Mr. Voorhees inaugurated both em- 
ploye benefit plans and modern mer- 
chandising methods. 
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Harold Allison Reappointed 


Harold Allison, 
president of the 
Gibson - Homans 
Company, Cleve- 
land, Ohio, was 
recently re- 
appointed chair- 
man of the Roof 
Coating Commit- 
tee of the Nation- 
al Paint, Varnish 
and Lacquer As- 
sociation. 

Regarding the duties of the Roof 
Coating Committee, Mr. Allison states 
that, in view of the present world 
situation, the next few years will be 
critical for the roof coating industry. 
To help save new roofing materials for 
war industries, and prevent deteriora- 
tion of roof construction and damage 
to stock as a result of roof leaks, the 
Roof Coating Committee plans to 
have published articles stressing 
maintenance and preservation proce- 
dure to the home owner and industry. 

1951 will mark Mr. Allison’s third 
year as chairman of the Roof Coating 
Committee. 








Huttig Sash & Door President 


Huttig Sash & 
Door Co. of 
Texas, Dallas, 
Tex. has an- 
nounced the elec- 
tion of Creigh- 
ton C. Graves as 
president of the 
company. Mr. 
Graves joined the 
Huttig organiza- 
tion in St. Louis 
18 years ago as 
a sales representative. He was moved 
to the plant in Roanoke, Va., in 1940 
as assistant manager. In June of 
1942 he was transferred to Dallas 
as sales manager. Mr. Graves was 
made manager on January 1, 1943. 
Huttig’s new wholesale manufactur- 
ing and distributing plant was built 
in Dallas at 6519 Cedar Springs in 
1947. The company’s sales of build- 
ing products are made through lum- 
ber dealers in a radius of 200 miles 
of Dallas. 





Heads American Lumber 
& Treating Co. 
Edward B. Wil- 
ber, for the past 
30 years associ- 
ated with the 
Aluminum Com- 
pany of America, 
was recently 
elected president 
of the American 
Lumber & Treat- 
ing Company, 
Chicago. Mr. 
Wilber succeeds 
J. F. Linthicum, who retired from ac- 
tive management of the wood-preserv- 
ing company after 14 years’ service. 
For many years a leading figure ™ 
the industry, Mr. Linthicum will con- 
tinue as a director of AL&T. : 
Mr. Wilber began his carrer with 
the Aluminum Company of America 
as a sales apprentice immediately 
after his graduation from Oberlin 
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College in 1920, and moved success- 
ively from sales jobs in Oklahoma and 
Texas to the management of the 
Alcoa Washington office during the 
prewar and war years of World War 
Il. He was made district manager in 
New York in 1948, interrupting his 
work there during 1945-46 when he 
went to Europe as a member of the 
Metallurgical division of the U. S. 
Group Civilian Control Council in 
Germany. He is a director of the 
Alcoa Mining Company, Alcoa Steam- 
ship Company, and the Celotex Cor- 
poration. 

The American Lumber & Treating 
Company operates wood-preserving 
plants on both seaboards and in the 
mid-south. Since its organization in 
1934, it has expanded a group of three 
plants into a chain of ten. Operations 
are devoted to pressure-impregnation 
of forest products with chemicals to 
prevent rot, termite attack and fire. 
At present the major part of plant 
output is directed to industrial, mili- 
tary and railroad construction and 
maintenance. 


COMPANIES ANNOUNCE 


The Tension-tite Window Screen Co. 
has been appointed exclusive distribu- 
tors for Rudiger-Lang products in 
Southern California effective March 1. 
The new firm, headed by Robert E. 
Lang and H. Howard Rudiger, has 
taken over the premises and the en- 
tire staff of the Rudiger-Lang Co.’s 
former branch office at 7966 Melrose 
Ave., Los Angeles. Robert Lang, 
previously in charge of Rudiger- 
Lang’s manufacturing and sales activ- 
ities in the southeastern states, will 
be the resident partner in charge of 
the new distributing organization. He 
is being succeeded at Toccoa, Ga., by 
Roger Cross. Partner Howard Rudi- 
ger is assistant sales manager for 
Rudiger-Lang at the main office in 
Berkeley, Calif. 


Milan Johnston, structural engi- 
neer, has been appointed to develop 
the use of Zonolite products in com- 
mercial and industrial construction, 
L. J. Venard, president of Western 
Mineral Products Co., Minneapolis, 
announced. Mr. Johnston is a gradu- 
ate of the University of Minnesota, 
and taught mechanical and_ struc- 
tural engineering courses there before 
joining the engineering staffs of the 
Milwauke Road and, later, the Port- 
land Cement Association. During 
World War II he served Army Ordi- 
nance in the Office of Scientific Re- 
search in Washington, D. C., and for 
three years conducted his own busi- 
hess as a consulting engineer. Mr. 
Johnston is a member of the Min- 
hesota Association of Professional 
Engineers and the American Society 
of Civil Engineers. 


A. O. Thompson Lumber Company 
recently announced the moving of its 
general offices from 3037 East 18th 
St.. to the company’s new office loca- 
tion in the Westport Bank Building, 
aq Westport Road, Kansas City 2, 
Mo. 


Kenneth D. Hoag, president of Pa- 
cific Mutual Door Company, Na- 
tional Distributors of Pamudo Mill- 
Work and Plywood, with general of- 
Ces in Tacoma, Wash., announced 
the appointment of E. W. Ruddick 
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as manager of their Western Forest 
Products Department. Mr. Ruddick 
entered the lumber business in 1934 
with the Wright Lumber Co. of New 
York City where, starting in the 
yards, he learned the retail lumber 
business from the ground up—work- 
ing into sales and to the position of 
secretary and director of the com- 
pany. Several of the war years were 
spent with the Aircraft Production 
Board in Washington, D. C. In the 
spring of 1947 to the first of this 
year Mr. Ruddick was associated 
with the Ponderosa Pine Woodwork 
Association in Chicago, where he 
came in close touch with many of 
the Western Pine Lumber interests, 
manufacturers of stock pine mill- 
work, and wholesale millwork jobbers 
throughout the country. His present 
position with Pacific Mutual Door 
Company will permit full play to 
his wide-spread experience. 


Joseph Dickman, 402 Seneca Ave., 
Mount Vernon, N. Y., has been ap- 
pointed eastern representative cover- 
ing New York and New Jersey for 
Farish & Gunther, Chehalis, Wash., 
and Springfield, Ohio. He will handle 
sales in connection with plywood, pine 
and fir in carload shipments. Mr. 
Dickman has also been named east- 
ern representative for the Norcal 
Lumber Company, Chico, Calif., cov- 
ering states along the eastern sea- 
board in sales of pine and fir in car- 
load shipments. 


A. Harry Fischer has announced 
that his new location in Atlanta, Ga. 
is 2208 Stephen Long Drive, N. E. Mr. 
Fischer represents the Unique Bal- 


-ance Co., Inc.,—unique balances; A. 


F. Schwerd Mfg. Co.,—wood columns; 
and Sager Metal Weatherstrip Co., 
metal weatherstripping. 





A. H. Hempstead, well known in 
lumber circles for many years, has 
been spending the winter in McAllen, 
Corpus Christi and Houston, Tex. He 


-has been accompanied by Mrs. Hemp- 


stead and their daughter Helen. 


OBITUARIES 

J. ROGER WHITE, vice-president 
in charge of sales and advertising for 
The Formica Co., Cincinnati manu- 
facturer of laminated plastics, died 
March 18 after an illness of four 
months. He was 61. Mr. White joined 
The Formica Co. in 1927 as district 
manager in the New York City sales 
office. He went to Cincinnati as 
general sales manager in 1940 and 
three years later was named a vice- 
president. 


J. N. BACH, Fairbury, Iil., died at 
his home the early part of March. He 
had been ill for the past five months. 
Mr. Bach was the senior member of 
the firm of J. N. Bach & Sons with 
lumber yards both in Fairbury and 
Forrest. Mr. Bach purchased the com- 
pany’s present lumber yard in 1901 
from the late W. H. Bartlett. It was 
not too large a stock and most of it 
was out in the open. But gradually 
he erected buildings to house the stock 
and the yard became one of the best 
in the vicinity. In 1909 Mr. Bach 
bought the Forrest Lumber Company 
yard from W. H. Opie of Forrest. The 
entire Fairbury yard was destroyed 
by fire in 1929 but Mr. Bach soon re- 
placed it with a larger stock and big- 


ger buildings than those that burned. 
The present firm of J. N. Bach & Sons 
was formed in 1938. 


ALONEY RUST OWEN, Chairman 
of the Board of Directors of O & N 
Lumber Company, Menomonie, Wis., 
died at the Sacred Heart hospital at 
Eau Claire, Wis., on March 16. Mr. 
Owen was born in 1873 at Saginaw, 
Mich., where his father was engaged 
in lumbering. A. R., as he later be- 
came known to his business associ- 
ates, followed that vocation. After his 
marriage, Mr. and Mrs. Owen built a 
home at Owen, Wis., where he lived 
his entire life. While at Owen, he 
was general manager and president 
of the John S. Owen Lumber Com- 
pany, manufacturers of pine, hemlock 
and hardwood lumber. He was also 
president of the Rust Owen Lumber 
Company, white pine lumber manu- 
facturers of Drummond, Wis., as well 
as having an interest in many other 
lumber operations. In 1915, together 
with Northwestern Lumber Company 
of Stanley, Wis., manufacturers of 
pine, hemlock and hardwood lumber 
and George W. La Pointe, Jr. of Me- 
nomonie, Wis., who was engaged in 
the retail building material business, 
he was a prime mover in the organiz- 
ing of O & N Lumber Company, op- 
erators of 29 yards in Wisconsin with 
headquarters at Menomonie, Wis. 


JOHN HOWARD COURTNEY, 
Washington representative of the 
American Standards Association, died 
March 8 in New Orleans, La., of a 
heart attack. Mr. Courtney, one of 
the country’s leading authorities on 
building code and construction stand- 
ardization, was attending a meeting 
of the Joint Committee on Unification 
of Building Codes when he died. He 
was secretary of this committee. 





COMPLETE SERVICE MAKES SALES 


(continued from page 22) 





A display area which is 25 
by 100 feet makes it possible 
for shoppers to view furniture, 
lighting fixtures, paints, plumb- 
ing items, appliances and many 
other consumer items. 

The lumber storage ‘shed is 
90 by 150 and a spur track 
half a mile long makes it easy 
to unload coal and common 
lumber. 

Repair, remodeling and 
painting constitute another 
profitable part of the business, 
while prefabricated small farm 
buildings and feeders add even 
more sales. 

Do customers like a home de- 
partment store? 

“We sell four or five thousand 
dollars worth of furniture a 
month—even more electrical 
appliances,” Haubrich says. 
And this in a building mate- 
rials store. 

Figures speak for themselves, 
and they seem to say the cus- 
tomer likes Haubrich’s service. 
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Classified 
Advertising 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classi- 
fied advertising section in its field. ; 
All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify. 
edit or reject any classified advertisement. 
No agency commission or cash discount 
allowed. 
Terms — Cash With Order 
Minimum Charge $2.00 
Rates: ; ' 
1 Time —10c per word for each insertion. 
Minimum charge of 50c per line. 
3 Times —9c per word for each insertion. 
inimum charge of 45c per line. 
6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 
26 Times —7c per word for each insertion. 
Minimum charge of 35c per line. 
For advertisements bearing box number count 
five extra words. There are eppremnene’y 
5 words to a line and when less are specifie 
or used, regular line rate is charged. E 
When answering box numbers or mailing 
copy for ads address them to: 
AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 


HELP WANTED 


Wanted—Man experienced in taking off ma- 
terial lists from plans, estimating and pricing 
stock and special millwork. Take job meas- 
urements and do detail billing of all types of 
jobs. Give complete information regarding 
ability. salary expected. age and how soon 
available when applying. Address Box L-23, 
American Lumberman, Inc. 


RETAIL LUMBERMAN 

We have openings for several young men 
with experience in estimating and selling 
lumber, millwork, paints, hardware, appli- 
ances, and other items in the building line. 
Expanding firm offers plenty of opportunity 
for advancement. Give age, experience in- 
formation, family status, present wages, how 
soon available. and any other pertinent in- 
formation in first application. Address letter 
to Whelan Lumber Company. 715 East 4th. 
Topeka, Kansas. 




















Wanted immediately experienced Lumber In- 
spector familiar with Appalachian Hardwoods. 

ive references, state age and when can 
report. Address Box L-31, American Lumber- 
man, Inc. 





SALESWOMAN FOR 
WHOLESALE LUMBER OFFICE 


Excellent opportunity and remunera- 
tion await a keen salesperson. Duties 
consist of corresponding with wills 
and customers, making telephone 
sales. No typing or bookkeeping re- 
uired. Wholesale lumber experience 
esirable. ADDRESS PO BOX 433. 
Elkhart, Indiana. 





Lumber Salesman—Also assistant to sales 
manager for established wholesaler for office 
and outside. Must be experienced in New 
York area. Knowledge of New Jersey and 
Connecticut market preferable. Good salary 
and expenses or commission. Please write 
fully Box L-34, American Lumberman, Inc. 


Wanted: We are in need of a first class all 
around salesman with experience in figuring 
plans, also book work for well established 
retail lumber yard of 45 years in progressive 
South Dakota city with good trade territory. 
Must be dependable and sober. Give quali- 
fications, age, experience, and salary desired 
in first letter. ddress Box L-35, American 
Lumberman, Inc. 


PLANING MILL SUPT. 
Experienced man to manage custom planin 
and moulding mill. Must have thoroug 
knowledge of moulders, matchers, etc. and 
must know lumber, white pine and fir. Top 
pay for top man who is a hustler. Newark, 
N. Write giving complete details, Box 
L-36, American Lumberman, Inc. 











Wanted: Man for Purchasing for several 
Retail Yards in Northern Illinois. All replies 
confidential. 
Lumberman, Inc, 
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Address Box L-38, American ' 











HELP WANTED 


Counter man, some estimating and check-up 
work. Must have knowledge of building ma- 
terials. State age and salary and when 
available. Address Box K-42, American Lum- 
berman, Inc. 











SALES REPRESENTATION 
AVAILABLE 


MANUFACTURERS REPRESENTATIVE. Hard 
hitting salesman in building material field 
with established following among jobbers, 











Wanted—Commission Salesman who is now 
calling on Furniture Manufacturers, to sell 
amazing products for drawer coating and 
lubricants to prevent moisture absorption. 
Give age, present connections, territory now 
working and reference. Address Box K-43, 
American Lumberman, Inc. 





Wanted: Energetic, capable man for sales 
position in retail lumber and building mate- 
rial yard in northern Indiana town of 15,000. 
Excellent opportunity. Address Box K-55. 
American Lumberman, Inc. 





WANTED: A-1 Sales Stanager for hardwood 
dimension plant, thoroughly capable, ex- 
perienced man with following: competent to 
read specifications and make estimates. Give 
age, experience and references. Address Box 
L-37, American Lumberman, Inc. 


SITUATIONS WANTED 


15 years capediense as accountant and au- 
ditor in wholesale and retail lumbering. 
Age 37. married, desires to make change. 
Address Box K-44, American Lumberman, 














Inc. 





PRODUCTION SUPERINTENDENT 
Capable of assuming full responsibility. Over 
20 years’ experience in stock and special mill- 
work. Graduate Cost Book “*A’’ both courses. 
Wish to become stockholder through applied 
=— Address Box L-28, American Lumber- 
man, Inc. 





Man 35 with 15 years’ experience desires 
permanent gestion as yard manager, excel- 
lent knowledge of lumber, construction, sales 
and service to general contractors. Will 
relocate anywhere. Address Box L-39, Ameri- 
can Lumberman, Inc. 





PRODUCTION SUP’T. DETAILER 
Biller. years of experience, large volume spe- 
cial detailed millwork. Can produce. Refer- 
Seek, eee Box K-28, American Lumber- 
man, Inc. 





Position as Mid-West representative of build- 
ing materials manufacturer wanted by man 
now employed as assistant manager of me- 
dium size city retail lumber and building 
materials company. University graduate, age 

married. Address Box L-40, American 
Lumberman, Inc. 





Michigan State Graduate, light construction 
and lumber merchandising. desires employ- 
ment Michigan area. Retail and wholesale 
experience. Age 27. Married. Address Box 
L-41, American Lumberman, Inc. 





Man 28, college graduate and married. Ex- 
perienced as buyer, Salesman and Sales 
Manager. Now partner in retail yard doing 
$100.0 per month. Desire change in loca- 
tion, prefer Rocky Mountain or Northwest 
areas. Can estimate and draw residential 
plans. Willing to invest. Available in July. 
Address Box L-42, American Lumberman, Inc. 


BUSINESS WANTED 


WANTED TO BUY 

Retail Lumber Yard and Building Supplies 
Business with good sales volume. Have am- 
ple cash to invest. Can give excellent bank. 
trade and character references. Give full 
particulars which will be held strictly con- 
fidential. Write P. O. Box 1138, ania, 
Florida. 

















Want to buy, lumber and building material 
yard, up to $60,000 invéstment. Prefer Florida. 
Give full particulars. dress Box L-44 
American Lumberman, Inc. 








WANTED TO BUY— 
MISCELLANEOUS 


So ——— 


RAILS WANTED 
Any weight—Any tonnage 
DYER 


W. H. « INC. 
1859A Railway Exch. Bidg.. St. Louis 1. Mo. 





STEEL RAILS WANTED 
Any Quantity — Any Size 
Secure our price before selling 
MIDWEST STEEL CORPORATION 
Charleston, W. Va. 


April 2 
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\ yards, etc. in Chicago and 
surrounding territory seeks line of milled 
products; also connection with lumber mill; 
excellent record as executive salesman in 
building field. Interested in volume item 
—_- Address Box J-37, American Lumberman, 
nc. 





Man now calling on lumber yards and hard. 
ware stores in New York State and Massa- 
chusetts wants to also represent reliable 
mills for Fir, Plywood, Ponderosa and Hard- 
ware. Address Box L-43, American Lumber. 
man, Inc. 


LUMBER & DIMENSION 
WANTED 


LUMBER & DIMENSION WANTED 
Ponderosa Mouldings producer to handle up 
to 10 cars per month of Special Cut-to-length 
mouldings, mostly small sizes, for prefabrica- 
tor, also standard mouldings cut-to-length. 
Ponderosa Inside Door Jambs %4 x 5-3 and 
1-5/16 x Sl for 2/8 x 6/8 ogy Address 
Box L-29, American Lumberman, Inc. 


USED MACHINERY WANTED 


ee ~a — 


WANTED 
Good used or new Woods No. 412 or 420 
planer-matcher either electric or belt driven. 
Gloster Lumber & Builders Supply Co., Inc. 
Station A—Box 6087. PHONE: Algiers 6060, 
New Orleans 14, Louisiana. 





























WANTED 
Good used or new he duty Resaw, pre- 
fer Yates, either electric or belt driven. 
Gloster Lumber & Builders Supply Co.., Inc. 
Station A—Box 6087. PHONE: Algiers 6060, 
New Orleans 14, Louisiana. 


~ BUSINESS OPPORTUNITIES | 


Ee 


Plant equipped with two 150 HP Boilers and 
150° long dryer suitable for drying lumber or 
other commodities: overall 20,000 square feet 
floor space; 9 acres land. Owner will con- 
sider selling outright or enter into business 
deal to operate or will lease. Location—Ju- 
neau, Wisconsin; 65 miles west of Milwaukee. 
Write M. G. Moksnes, owner—715 Oneida 
Street, Beaver Dam, Wisconsin. 


MISCELLANEOUS—FOR SALE 


——— 


Advertising Yardsticks 
Basswood and Hardwood. Reasonable prices. 
prompt delivery. F. M. Mosedale Co., St. 
Charles, Ill. 





























Twenty Million Feet Sunken Logs. 
I own over 20,000,000 board feet of Sunken 
Logs in a slow moving navigable river in 
Northern Minnesota. Will sell the logs for 
25 cents per log. Good roads, good Iakes 
and railroad, or will go in as partner. L. W 
Wilson, International Falls, Minnesota. 





CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO., Inc. 
Minneapolis, Minn. 





SAVE your advertising dollars by using *‘im- 
ber-r-r’’ cartoons in your newspaper ads. Mats 
of 104 cartoons on Building subjects now 
ready in 1 or 2 column sizes. Write to LIL-A 
FEA ES. RFD 3, Box 150, Santa Ana: 
California. 


— 





LUMBER OFFICE DISPLAY F 

Scale size model size 24° x 60° showing 
skeleton-type framing construction of 3 types 
and sizes garages. Finished in natural pine 
finish. Shows several miniature carpenters at 
work with ladders and saw horses—c (otal 
of 7 hand carved figures. This is a rea! at- 
tention getter catering to the garage build- 
ing Contractor and general buyer. Carpenter 
built—delivered anywhere within 500 miles 
of Chicago for $250 Write-Wire-Call Car- 
penter—1724 Lucia Avenue, Waukegan, ITlli- 
nois, Phone Ontario 6490. 
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~ LUMBER & DIMENSION 
FOR SALE 


pea FOR SALE 
White Pine 
Red Pine 
Western White Spruce 
Eastern Spruce 


Hemlock 
MILL VALLEY LUMBER COMPANY, LTD. 
PHONE 80 
OSHAWA — ONTARIO 











FINISH LUMBER 
BRAZILIAN PARANA PINE 


Supplied by American owned and American 
managed firm in Brazil. This lumber KILN 
Dried and surfaced in the United States. 
Stocks on hand in 4/4 to 8/4 lumber. 


WIDTHS 6 to 12 inches. 
LENGTHS 10 to 18 Feet. 


ELTON H. SUHRKE 
Mission, Kansas 





LUMBER & DIMENSION FOR SALE 
Immediate shipment one car Parana Pine 
Inside Door Jambs 34 x 3-3 for 2/8 x 6/8. 
Dad., Bev.. and Bundled. Also monthly, have 
open two cars Ponderosa Pine Mouldings 
your specification, not more than ten items 
per car, random lengths. Address Box L-30. 
American Lumberman, Inc. 


A 5 pemeeel PINE FOR SALE 
1x6 #162 





# 

# 

0 #2 Boa 

,-2x6 & o . 8—8, 10 & 12’. 

"<= ent planing mill and can ship 

sea” "oon our inquiries. 

AILEY LUMBER CO. 
4, pane Minnesota 

Carload of White Pine - a oo 6x 6B" 3 
cross Panel 4 light, 1’ 
30" x 7'0’ 3 cross al light 1° & ¥ 
open $6. 98 f.0.b. our yard, lots of 25 or more, 
subject to prior sale. Bissell ‘Lumber 
Wrecking, 7834 W. Grand, Elmwood Park, 
Chicago 35, Ill. 








REDWOOD SURROUNDS—PACKAGED TRIM 


Interior and Exterior 
For Metal Casement Windows 
Made of Clear Kiln-Dried Redwood and Pine 
Immediate Delivery 
Any Quantity Large or Small 
Write for Literature & Prices 
STORM KING CORP., 


505 E. Pearl St., 
Miamisburg. Ohio 





HARDWOOD STACKING STICKS—OAK 
1xl-11/ x8" fe ea. F.O.B. Cars or Truck 
Ixl- Hy, 4c ea. F.O.B. Cars or Truck 
Ixl- Vx ac ea. pa os B. Cars or Truck 

§NDIED WITH STEEL STRAPPING 
STORM KING CORP., MIAMISBURG. OHIO 





_ Fir K. D. Industrial Clears, all 
sizes from our plant. Your inquiries 
answered promptly. 
Al Clements Lumber Co. 
PO Box 908 
Eugene, Oregon 
Phons 5-3317 


TWX EG 049 








BUSINESSES FOR SALE 
LUMBER YARDS: Two in Iowa for Sale: Stock 
estimate $100,000. Real Estate $35,000. Equip- 
en's Trucks, Tools, etc., at market value. 
950 Sales $300,000. Stand most rigid inspec- 
re Harry White Realty Service, Oskaloosa. 











a Hing Fel retail business for sale in the City 
lint. Doing one-half million dollars per 
year Good location, everything under cover. 
som: and planing mill in connection. Write 
ox K-35, American Lumberman, Inc. 


Bui DING Propucts MERCHANDISER 








BUSINESSES FOR SALE 





——————————— 
USED MACHINERY FOR SALE 








FOR SALE 
Lumber & Building Material Yard in Decatur, 
Alabama, location of “The Decatur Sto 
Shopping center for 300,000 people. ell 
pore ow hed with opportunity fer expansion. 
Only 3 blocks from Main street. Building. 
equipntent, real estate about $31,000.00 with 
$43,000.00 inventory. Address Box K-50, 
American Lumberman, Inc. 





One circular sawmill with slab resaw. slash- 
ers, edgers, and trimmers complete. Capen: 
40,000 per day. In operation with severa 
acres of standing timber. Retail yard, 
and box mill in connection. ill sell at a 
sacrifice. Write Box K-36, American Lumber- 
man, Inc. 





FOR SALE—CENTRAL INDIANA COUNTY 
SEAT LUMBER & BUILDING SUPPLY _— 
located in excellent manufacturing and farm- 
ing area of over 100,000 population. Good 
buildings and equipment: clean stock; ex- 
cellent layout for expansion. Approximately 

00 will handle. Wish to terminate 
patinership. Address Box K-53, 
umberman, Inc. 


American 





FOR SALE 
Retail lumber yard, Sawmill & Planing Mill. 


Hardware store, Sheds, Coal pocket & scales. 
3 acres land and buildings. Inventory stock 
at $30,000.00. Buildings, Machinery, trucks. 
and other Equipment at $20,000.00. Located 
at Lakeville. Penna. on Route 590 halt mile 
from Lake Wallenpaupack—largest Resort 
Lake in Pennsylvania. Price $40,000.00. B 
Treat, Wayne County, Lakeville, Pa. 





FOR SALE: Planing mill equipment and busi- 
ness in San Antonio, Texas, surrounded by 
seven army fields, $29,000.00. Thirty heavy 
machines—twenty seven-have electric motors. 
One steel veneer press 4‘x8’. Portable electric 
drills, sanders, screw drivers and saws. 
Other tools. Large blower system. One 
truck. Office equipment. Will lease lumber 
shed and mill ——— reasonable. RR spur 
accessible. Excellent location on busy thor- 
oughfare. Owner wishes to retire. Address 


Box L-33, American Lumberman, Inc. 





LUMBER YARD AND BUILDING SUPPLIES 
Progressive neighborhood in Duluth, Minn. 
Good volume, best contacts for lumber sup- 
plies. Buildings, machinery and large stock 
requires about $70,000—balance easy. Write 
Box L-45, American Lumberman. Inc. 





Lumber and Builders ey Yard in om 
town in Central Michigan for sale on dis- 


‘solution of partnership. Excellent history of 


earnings for past fifteen years. Excellent 
buildings, modern equipment. RR siding. 
Selling lumber, paint, hardware, fuel. Ad- 
dress Box L-46, American Lumberman, Inc. 





FOR SALE: Complete building supply busi- 
ness, Oregon, average annual sales last 
four years over $300,000.00. Will take 
$75,000.00 to handle. Have other business 
interests and health prevents management 
all interests. Address Box L-47, American 
Lumberman, Inc. 





For Sale: Lumber and Hardware business. 
Best location in up and coming resort town 
in Southern New Mexico. Wonderful year- 
around climate. Doing good volume with 
good net profit. Ideal set-up for two people 
to operate. Total price $37,500.00. Write Box 
L-48, American Lumberman, Inc. 


PROMPT SHIPMENT 














Building Paper (36°°-500 sq. ft.) 
King Nail Bags—(larger opening) 
Twine (for tying lumber) 
Siding Corners (aluminum or Gal.) 
Aluminum Nails (in boxes or bulk) 
Iron Hangers (for wood joists) 
Cross Bridging 


. 
HOSKING PAPER & SUPPLY 
P.O. Drawer 43 Wilmette, ll. 


HYSTER 150—15,000 Ibs. Coperts. 17/2 ft. 
Lift, Pneumatic Tires, Hydraulic Steering. Hy- 
draulic Brakes. 

Price . $5100.00 
ROSS—7500 Ibs. Supe 12 ft. Lift, Pneu- 
= Tires, Continental Engine. 


Pric $4200.00 
ROSS—i0, 000 lbs. Capacity. 10 it. Lift, Lug 


— New in 1949. 


Pri $ 
We "bes: sell and trade all ‘nabs of fork lift 


trucks. Our terms—1/3 down, balance in 24 
months. Our machines are all guaranteed for 
60 — against mechanical defects. Inquiries 
invite 
HARVARD EQUIPMENT CO., I 
291 Samer Street 
ALLSTON 34, MASS. 
Phone: Sradium 2-0826 
Agents for Gerlinger Fork 
Lift Trucks and Carriers. 


DRY KILN TRUCKS, any length. with roller 
bearings. MIGHTY MIDGET CO., 1481 Park- 
way. Alliance. Ohio. 


For Sale—1 60 HP Gregor Electric Motor and 
compensator—1 20 Westinghouse and 

General Electric 10 HP. Contact 
Lumber Yard, Newberry, Michigan. 


FOR SALE 
. 4 Woods 107 Moulder, 12”, os hds., B/D. 
Smith Moulder 8”, sq. 
Whitaes Double Surfacer 30°’, sq. “hds., B/D. 
Other geneeee available 
Ww. MATTHEWS MACHINERY co. 
New " Used Woodworking Machinery 
Center Street 
Auburn — 4-5759 — Maine 


FOR SALE 
One Allis-Chalmers belt-driven generator, 480 
volt, 180.6 amps: with exciter and switch- 
board. KLATZKY BROTHERS, INC., CALU- 
MET, MICHIGAN. 


LOGGING TRACTORS & DOZERS 
International TD6 with Carco Winch. 
Caterpillar *‘30°’ with winch. 
International TD9 with Carco Winch. 
International TD35 with Carco Winch. 
D6 Caterpillar with winch. 

D4 Caterpillar with dozer. 

Allis-Chalmers HD7 with angledozer. 

International TD18 with angledozer. 

International TD ‘‘40’’ wth angledozer. 

All — 4 ready for work. Low prices. 
. Evans—Mt. Sterling. Ky. 


FOR SALE 
One two spindle square head shaper 
bolt drive $300.00 
One flat sander—old style—needs re- 
pairs 400.00 
One multiple Boring Machine—old style 
—needs repairs 
Two Defiance lathes—32"’. Each 
One two drum bolts sander—old style 150.00 
One 75 Horse—two phase—3 cycle Westing- 
house motor—rebuilt. Price on application. 
One 40 Horse—two phase—3 cycle Westing- 
house motor—rebuilt. Price on application. 
One Heavy duty two side planer—36"" belt 
drive, price on application. 
As is—Where is 
VEHICLE SUPPLY COMPANY 
CAIRO, ILLINOIS 








Horner 

















FOR SALE 
GREENLEE No. 545 16 ft. Electric Double End 
Tenoner No. 62209, good as new. Approxi- 
mately 400 hours service. ‘Fully equipped 
with 2 cutoff saws, 2 tenoner heads, 4 4 dado 
heads, 2 coping heads, 11 overhead dado 
heads and 1 set badger finger joint heads. 
Fully set up and can be seen in operation. 
Gloster Lumber & Builders ee. Co. Inc. 
Station A—Box 6087 PHO giers 6060 
New Orleans 14, La. 


BOOKS FOR SALE 


BUYER AND SELLER. By Baughman. 19th 
edition. Lumber tables showing 14,000 differ- 
ent sizes and lengths, and the number of feet 
in any number of pieces at a glance. Useful 
tables for reducing feet to inches, vice versa. 
Log scales, weights and measures, odd sizes. 
odd lengths, number of lath and the ingredi- 
ent$ for plaster and mortar—just a few of the 
$6.00. things to know. Desk Edition. Price 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 
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